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Broader Demand for 
Vandalism Insurance 
Covering War Risks 


Rearmament Program Likely to 
Increase Danger to Industry 
From Foreign Agents 


RATE CHANGES NOT LIKELY 


Two Types of “Land” War Risk 
Cover Have Been Available 
in U. S. Since September 











As a direct result of the present grav- 
ity of the war situation in Europe and 
of the steps being taken by this country 
to effect military preparedness, an in- 
creased demand for warlike vandalism 
coverage is reported in fire insurance 
company circles. This broad form van- 
dalism protection, and also coverage 
against loss to fixed property by armed 
forces, has been available to American 
buyers since last September. However, 
the sale of both the so-called bombard- 
ment coverage and the warlike vandal- 
ism insurance has been limited to date 
as property owners have not believed 
that much danger exists here. 

War Risks Hazards Increase 

Today, as the war seems nearer these 
shores and the United States Govern- 
ment moves to put into effect a vast 
rearmament program there comes an in- 
crease in warlike vandalism hazards for 
those manufacturers who will be en- 
gaged in making planes, arms and ain- 
munition, and in furnishing supplies to 
the munitions industry. In the period 
from 1914 to 1917, before this country 
entered the World War, agents of the 
Central Powers in Europe were very 
active in trying both to destroy plants 
furnishing supplies to the Allies and in 
every way possible to delay production 
schedules through acts of vandalism. 

While the call for warlike vandalism 
insurance is expanding there is no im- 
mediate expectation of rates increases. 
This insurance comes in the form of an 
endorsement to the riot and civil com- 
motion policy or the extended coverage 
endorsement which includes riot insur- 
ance. Capital stock fire companies have 
heen writing ordinary vandalism and 
malicious mischief insurance through the 
use of a special endorsement for some 
years. However, this particular cover- 
age contains a war risk exclusion clause, 
and is called the limited form. 

The broad form gives the coverage of 
the limited form and also includes “phys- 
ical injury or destruction caused by 
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Streamlining represents the 
utmost development of modern 
. efficiency. The London & Lan- 
- cashire Group offers strength— 
for protection; stability—for 
peace of mind; service —for 
E. speedy, satisfactory settlements. 
= These features enable our 
representatives to offer modern 
protection and efficient service, 
the winning sales kit. 
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Hindsight & Foresight 


The Institute of Life Insurance, through President Holgar 
J. Johnson’s column, “Hindsight & Foresight,” is working for 
us all in 259 newspapers in 164 cities, with a total circulation 
of 20,000,000. 


Says President Johnson: “We are going to use this column 
first of all to try to build added prestige for and confidence in 
you agents. We are trying to show that while salesmanship is 
essential in life insurance, you are a first rate service man as 
well. We are depending upon you to back us up by proving 


what we say is true.” 








You can also help by making the public fully acquainted 
with the column. There are few better ways than that of 
calling your policyholders’ attention to the column whenever it 
covers a subject under discussion by the underwriter and the 
policyholder. A clipping of a column can also be used as an 
approach to a prospect, for the clipping has the prestige of an 
authority, and can serve in opening an interview. Still another 
use it can be put to would be as an enclosure in a direct mail 


campaign. 


| THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


WILLIAM H. KINGSLEY 
Chairman of the Board 
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Equitable Society 
Moves Into Its Own 
- Building In Chicago 


President Parkinson Will Dedicate 
Structure Wednesday of 
Next Week 


IT IS TWELVE STORIES TALL 








Houses All Agencies of Chicago 
Area and Service Depts. ; 65,000 
Chicago Policyholders 


The Equitable Life Assurance Society 
today will move into its own building 
in Chicago, 

It is twelve stories high with pent- 
Location is 29 South LaSalle 


It will house the eight agencies 


house. 
Street. 
of the Society which are.in the Chicago 
area and also the following Chicago de- 
partments of the Society: Cashiers and 
policyholders service; medical, Group 
staff, inspection and claims; mortgage 
loan and real estate. Director of agen- 
cies of the Equitable in the West, with 
headquarters in Chicago, is Walter L. 
Gottschall. W. M. Echols is cashier. 
The company has 65,000 policyholders in 
the Chicago sector. 

The new building will be dedicated by 
President Thomas I. Parkinson on Wed- 
All of the Society’s Chi- 
cago agency representatives and mem- 


nesday next. 


bers of the cashiers and clerical forces 
will hear Major Parkinson dedicate the 
building. Ceremonies will be held in the 
main arcade and following will be a tour 
of inspection of the policyholders serv- 
ice division and main offices of the 
building. 
The Building 

The building is twelve stories high 
with penthouse. It was purchased by 
the Society in April a year ago and 
since then has been completely modern- 
ized and renovated. The Society and its 
agents will occupy most of the first 
seven floors of the building. Its policy- 
holders service and cashier’s department 
will share the first floor with the Bank 
of Montreal and Illinois District Tele- 
graph, long tenants of the building. 

The eight agencies are those of 
Courtenay Barber, general agent; and 
Philip B. Hobbs, Warren V. Woody, 
Fred Israel, Samuel Lustgarten, Robert 
R. Reno, Jr., K. M. Sacks and Charles 
Wadsworth, agency managers. 

The Society’s medical, Group, inspec- 
tion and claims department will be 
housed on the sixth floor and the mort- 
gage loan and real estate departments 
on part of the seventh. The Chicago 
Bar Association, long a tenant of the 
building, will have its headquarters, on 
part of the eleventh and the entire 
twelfth floor and penthouse. 

The ornate terra cotta which was a 
distinguishing feature of the building’s 
exterior, during its construction early in 

(Continued on Page 8) 


Page 2 





- -L ie: ae 





] uvperwerrer © 


——————— 


RN 








Be Ont EX 


PERE ESE DIOL EIR: 











May 31, 








1940 


——<—<—= 











A Saf, 


To lack sufficient knowledge is to be helpless 
in the great struggle of life. The less educa- 
tion, the less training one has, the less able 
he is to rise in a world that presents many 
obstacles to aspiring youth. Never before 
has it been so essential that a child should be 
given the opportunity to acquire a college 
education or its equivalent. 


Method 


Life insurance offers a safe method by which 
a man can make financial provision for his 
children’s higher education. The Massachu- 
setts Mutual is being employed by parents 
everywhere in this country to give assur- 
ance that their children shall be equipped to 
make the most of themselves in life and enjoy 
the rewards of success. 


Messachusely Mutual 


LIFE 


INSURANCE COMPANY 


Springfield, Massachusetts 


Bertrand J. Perry, President 
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Mass. 


Shown at At 


During a Social Security symposium 
at the Massachusetts Mutual regional 
convention at Atlantic City last week 
William A. Morrison, head of the com- 
pany’s Social Security division, and 
chairman of this feature of the conven- 
tion, showed a series of two motion 
pictures. One of them was the Govern- 
ment’s Social Security Board’s propa- 
ganda picture first seen at the San 
Francisco Exposition and the other was 
a special film story prepared by the 
Massachusetts Mutual itself in which it 
demonstrated how the life insurance 
companies not only supplement what 
Washington is doing, but offered visual 
illustrations of the more complete cov- 
erage that the regular private insurance 
can furnish as well as cases where Social 
Security did not furnish coverage when 
needed. 


The Social Security Board’s picture is 
one of the best of the propaganda pic- 
tures, as the Government has _ hired 
capable actors to type their parts and 
has taken advantage of all that Holly- 
wood can do in a motion picture with 
sequence, drama, capable writers as weil 
as fine camera shots. The Government’s 
picture emphasizes that 44,000,000 sepa- 
rate wage accounts are covered by the 
Board and it describes the various di- 
visions of Social Security—unemploy- 
ment compensation, old age insurance, 
aid for the needy aged, aid for the needy 
blind and aid for dependent children. 

Massachusetts Mutual Picture 

This is a pretty stiff bit of competi- 
tion for an insurance company to meet 
with its own film, but the Massachusetts 
Mutual has done a good job, especially 
in the story. It has used its own people 
for actors and its own settings. 





The dialogue and continuity, which 
were prepared by Mr. Morrison, who 
has been with the company quite a num- 
ber of years, are good. Stories are told 
about families. The head of each family 
is solicited for insurance. One man, 
adequately protected by Massachusetts 
Mutual insurance, after the passage of 
years is able to retire and lead a leisured 
life. Another man, who had a wife and 
child, decided that Social Security pro- 
tection alone was enough. He died. A 
vear later the child died. Later, Social 
Security did not work for the widow as 
she was not a widow with a dependent. 
The Massachusetts Mutual photography 
in this film was done by Arthur John- 
son of that company. 

Literature was distributed illustrating 
some cases where normal beneficiaries 
under private insurance cannot receive 
Social Security Board benefits. 





Human Equation in Risk 
Selection Told Agents 


Michael Marchese, assistant secretary 
of Massachusetts Mutual, discussed home 
office underwriting before the Massachu- 
setts Mutual regional convention in At- 
lantic City last week. He told of the 
improvement in technique and growth 
of streamlined field production methods 
over a period of years, together with 
the development of sales motivation, but 
emphasized the importance that the 
human equation plays in the everyday 
decisions of an insurance company. As 
not all people who buy insurance can 
pass successfully, it is important that the 
agent must use care and judgment in 
his selection of the risk that he will pre- 
sent for approval. 

Mr. Marchese described the work of 
the inspection bureaus, giving as an ex- 
ample of the extended and careful in- 
vestigation nowadays the fact that he 
had recently seen an application for 
$300,000 issued some years ago, asso- 
ciated with which was a meager four- 
line inspection report. 

“Mercantile inspection organizations 
have progressed remarkably,” he said, 
‘and this is a highly organized business. 
Reports are made by salaried employes 
of the inspection company. They are 
carefully selected and intensively trained. 

The Agent 

“These reports are essential. You may 
ask where does an agent fit into this 
phase of selection? In the first place 
it is well, in the larger cases especially, 
to acquaint your client with the fact 
that he will be inspected. The average 
business man today will appreciate the 
Propriety of such an investigation and 
will not object. Secondly, sufficient in- 
formation should be furnished so that 
the inspector can secure all information 
required. If, for instance, your prospect 
has moved recently; if his occupation is 
a new one; if his business connection is 
of an obscure nature; if he is single 
and his work requires constant travel; if 
he lives in a rural district not easily 
located, he will be difficult to inspect. 
Leads and references and detailed identi- 
fication data in cases of this kind are 


C. O. Fischer Tells Agents 
“To Take Lessons From Past” 


Chester O. Fischer, vice-president of 
Massachusetts Mutual, wound up the re- 
gional meeting of that company in At- 
lantic City last week with a talk bearing 
the subject “A New Decade of Progress.” 
He said that he would not prophesy ex- 
cept to say that the intensive pursuit of 
those fundamental sales ideas which had 
brought success to agents in the past 
would continue to bring them success in 
the future. A neighbor of his in Long- 
meadow (Springfield’s principal residen- 
tial suburb) is Frank Crummit, former 
musical show star and now on the radio. 
One day Crummit said facetiously: “The 
man who has endurance is the man who 
sells insurance.” 

Crummit hit the nail on the head in 
the opinion of Mr. Fischer. 

Mr. Fischer gave another quote. It 
can be found on the National Archives 
Building in Washington and reads: “All 
that is past is prelude. All that has gone 
before is a background today for what 
is ahead.” 

Don’t Repeat Mistakes 

Every agent will do well to consider 
the tasks, the responsibilities, the oppor- 
tunities ahead based upon study of the 
past, without dwelling too much on for- 
mer errors and mistakes except to make 
sure that they are not repeated. 

“If T were to make a prediction it 
would be that in the new era there will 
be found opportunity to employ all of 
the thinking, planning, the activities 
which bring achievement and perform- 





a necessity. If furnished initially along 
with the request for inspection, you 
will eliminate a great deal of delay. 
On some occasions it may even mean the 
difference between favorable and unfav- 
orable action.” 

Mr. Marchese also discussed medical 
examinations. He said that medical ex- 
aminers’ work had much improved com- 
pared with their prototypes of twenty 
years ago. They use newer and im- 
proved methods of ascertaining physical 
fitness and taking advantage of the pro- 
gress in medical science. 





CHESTER O. FISCHER 


ance, and that every opportunity should 
be grasped and developed,” he said. “I 
am not one who thinks that the day 
of maturity has come and that the fu- 
ture will be one of retrogression. Al- 
ways in the past there have been times 
when the skies were dark, but persist- 
ently we have gone through these pe- 
riods until we have reached clear, bright 
skies again. Perhaps there is a limit to 
pioneering, creation of new ideas and 
plans, but in the new day ahead we can 
take advantage of the pioneering by 
more advanced and valuable uses of the 
resources, services and territories avail- 
able as they have had their evolution. 
It is our duty to make insurance more 
serviceable. We are sure of another 
thing: in whatever progress is made in 
the days to come insurance will be found 
in the forefront of activity.” 

Mr. Fischer emphasized the necessity 
of studying men as well as methods. 
Particularly all agents should study the 


utual Social Security Film 
antic City Meeting 


methods of those producers who have 
made and are making a success. Such 
study will develop that success is achieved 
by men willing to pay the price, who are 
intensively devoted to their vocation. It 
may be drudgery, but accomplishment, 
sure to result, makes it worth while. 

“A man to be healthy must be a slave 
to correct rules of living,’ he comment- 
ed. “A successful man in business must 
be a slave to sound principles of busi- 
ness. A worthwhile job can be done 
only with sustained effort because only 
by continuous effort can the goal of 
achievement be reached.” 





Some Agents Love to Be 
Complex, Says Bendiner 


Irvin Bendiner of Philadelphia, who is 
counsel for the Pennsylvania State Asso- 
ciation of Life Underwriters, made a 
plea for simplicity in sales presentation 
in a talk before the Massachusetts Mu- 
tual regional convention at Atlantic City 
last week, saying that the simple ideas 
of today were the simple ideas of yester- 
day. He thought persons had built a 
fence of considerable complexity around 
the average ownership business, or part- 
nership or corporation. Some agents 
were frightened to solicit business insur- 
ance because they felt it presented too 
many problems. These problems have 
sometimes been created by the insurance 
people themselves, who have wandered 
into distant mazes getting lost on the 
way. He advised the agents not to be 
thrown by the Bailey tax case. The 
average agent should keep away from it. 
There are already three decisions which 
in some aspects conflict. 

Foolproof Policies 

Mr. Bendiner declared there were at 
least two types of business which an 
agent could sell and which are of “tax 
foolproof” nature. One is the policy 
with a named beneficiary and for as 
large an amount as will come within the 
$40,000 tax-exemption; the other is the 
policy made payable to the executor of 
an estate and earmarked solely for pay- 
ment of estate taxes. He took as an 
example of the latter policy one for 
$6,500 of new insurance to cover a prob- 
able tax bill to the estate of $6,000. He 
waxed a little sarcastic about the fact 
that more of this insurance is not sold 
because it is so easy to sell and so 
obvious. 

Jests at Complexity 

“What have you done when you have 
sold this $6,500 policy?” asked Mr. 
Bendiner. “You have made provision to 
pay for these taxes. You have done 
something which is foolproof, which is 
not subject to subsequent rulings by the 
Supreme Court, by the Commissioner of 
Internal Revenue, by tax experts, by 
avents of other companies, nor can this 
estate ever be upset. But there is a 
hitch. The trouble is that it is too 
simple. It carries no imaginative appeal. 
It is meeting reality in a_ straightfor- 
ward manner and, if you are having 
trouble presenting it, why not sell him 
his tax bill on the installment plan, 
with all unpaid installments to be for- 
given and forgotten if he dies before 
the tax bill is paid in full? 

“What does such insurance accomplish 
from a social point of view? The pres- 
ent national debt, because of the present 

(Continued on Page 10) 
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Wn. M. Bullitt Before 
NLRB in Test Case 


INVOLVES COMMERCE CLAUSE 





John Hancock Appeals Claims of Unions 
They Have Jurisdiction as 
to Agents 

The question of whether the National 
Labor Relations Board has jurisdiction 
over life insurance agents came befcre 
the Board at Washington this week 
when William Marshall Bullitt, Louis- 
ville attorney, appeared for the John 
Hancock in connection with claims of 
both the C.1.O. and A. F. of L. that 
they had jurisdiction for bargaining pur- 
poses over two small agency units of 
the company, one at East St. Louis, IIl.; 
the other at Hoboken, N. J. In each 
case the number of agents involved was 
only about thirty-five. 

This is a test case regarded as having 
important consequences involving the 
broader question of whether insurance 
is commerce because if it is not a trans- 
action in interstate commerce the labor 
board would not have jurisdiction. Mr. 
Bullitt in his argument said: 

“No arm of the Federal Government 
up to this time has attempted to regu- 
late the insurance business. If all of 
the companies’ agents went on strike 
and the company did not write another 
policy this would not affect interstate 
commerce.” 





Mutual Benefit Appoints 
Ernest Kenagy at Wichita 


Ernest C. Kenagy of Tulsa, Okla., 
has been appointed managing agent for 
the Mutual Benefit Life at Wichita, 
Kans., succeeding former General Agent 
Marlin H. Poindexter. The appointment 
is effective June 1, 1940. 

Mr. Kenagy began his life insurance 
career with the Mutual Benefit in Tulsa 
in 1932, Since then he has established 
himself as the Oklahoma agency’s lead- 
ing producer and has been active in su- 
pervisory work and in the training of 
new agents. 

Although Mr. Kenagy has spent most 
of his business life outside of Kansas 
he is not a stranger to the state. He 
was born in Wichita in 1889 and many 
members of his family live there. He 
attended public schools in Warrensburg, 
fo., and was graduated from Missouri 
State Teachers College in 1910 with the 
degree of Pd.B. Before entering the 
life insurance business he was in sales 
and training work with various firms. 





Ontario Insurance Swindle 
Brings Many Complaints 


An insurance swindle which may ex- 
tend throughout Ontario was reported 
in Toronto this week. Investigation is 
under way by the Ontario Securities 
Commission of a “club” plan whereby 
payment of a $10 fee entitled member 
to an insurance policy. Many com- 
plaints reached the Ontario Insurance 
Department that no such policies were 
issued by any company. The alleged 
“club” furthermore had never’ been 
granted a license, and when persons 
tried to collect on accident claims they 
found no such insurance existed. 





SUN LIFE AGENCY MEETING 

The annual meeting of the Richmond, 
Va., agency of the Sun Life of Canada, 
held recently in that city, was _ fea- 
tured by addresses by officials from the 
home office, Ray H. Finger, superin- 
tendent of agencies, and J. B. Maybon, 
assistant actuary and chief underwriter. 
Upward of twenty-five agents from vari- 
ous parts of the state were present. 
George T. Bryson, manager at Richmond, 
presided over the sessions. 





V. E. NUTT’S NEW POST 
Virgi! E. Nutt, former vice-president 
and director of the Washington Na- 
tional, has been appointed vice-president 
of the National Travelers Casualty of 
Des Moines. 


War and Life Insurance Topic 
Of Talk by A. N. Kemp 


President A. N. Kemp of the Pacific 
Mutual Life, in discussing the present 
situation before a group of business men 
of Los Angeles, had this to say: 

Impact of the European war upon the 
American scene has most naturally re- 
hysterical business thinking 
Difficult as it 
in circumstances of stress inci- 
cataclysmic, 


sulted in 
and distortion of values. 
may be, 
dent to experiences so 
nevertheless we are in duty bound, as a 
responsibility to society—and more par- 
ticularly to ourselves—to rein in our im- 
pulsive pessimism. 

Right now the most important task we 
face is that of preserving our own bal- 
ance. And we can make no greater con- 
tribution to the hope for restored world 
sanity than to maintain this land as a 
haven of reason. 

As a matter of cold fact, American 
business, in general, is giving a good 
account of itself. Industry is attending 


to its affairs and making a job of it. 
All that you need do is look about on 
every side for confirmation. Commercial 
activity is reflected by the fact that 
money in circulation is up 7% _ billion 
dollars. Home building is the best in 
ten years, the Department of Labor re- 
ports. Steel output is ata peak—the 
third largest in history. New car sales 
in the first quarter were up 2 290% ; retail 
sales of the nation are ahead of last 
year, and farm wage rates are the high- 
est in a decade. 

And so it goes, through the warp and 
woof of business. 

To be sure, every calamity-howler can 
find “soft spots” in the industrial pic- 
ture. Even the Golden Age had its 
touches of brass. But we are concerned 
not with the occasional irregularity. Our 
interest lies in the fundamental pattern 
of prevailing good business. 

You, in particular, are engaged in the 
field of life insurance. The people with 
whom you are concerned are as vitally 
in need of what you have to sell as ever. 
Moreover, the vast majority are in a 
better position to pay for the protection 









R. M*, a retail mer- 

chant, had a secret 
yearning. He wanted to trav- 
el. However, the demands of 
his business were such that 
as a young man about all he 
could do was read travel 
folders. 

A Berkshire Associate sold 
him a Retirement Income 
policy commencing at age 60. 
But his services did not stop at the 
delivery of the policy. Through the 
years before maturity of the policy 
he kept in close touch with Mr. M*, 
and even helped him with his busi- 
ness problems when it looked as 
though he couldn’t meet his pre- 
mium payments. 

Today, the merchant and his wife 
are happily seeing many of the 
places they had day-dreamed about. 
And through the years he has stead- 
ily advocated Life Insurance and 
the Berkshire follow-through serv- 





ice to his many customers and other 
friends. The BERKSHIRE Associate 
has placed many thousands of new 
business.as a result. 

The moral? Properly-sold Life 
Insurance is not only a personal sat- 
isfaction in the happiness of others 
—it pays good dividends. 


This true story, taken from our own 
files, clearly demonstrates the great 
value of the professional training in 
lite underwriting that Berkshire Asso- 
ciates receive. * name on file 


Ashe any BERKSHIRE Associate 


LIFE INSURANCE COMPANY 


INCORPORATED 1851 


FRED H. RHODES, President 


PITTSFIELD, MASS 
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you offer than they have been in many 
years. 

Need the European war act as a de- 
terrent to their purchase? The logical 
answer is: No! 


War Record of Insurance 

In 1914 Europe’s World War started, 
and the institution of life insurance pro- 
duced $2,457,000,000 in new business. The 
following year, 1915, the volume was 
2,621,000,000—up 6.7%, and the next year 
jumped to $3,213,000,000, a gain of 22.6%, 
Even when our own country entered 
hostilities in 1917, the unward course 
continued unchecked with additions of 
$3,840,000,000, or a 19.5% improvement 
over the previous year. Through 1918, 
while we endured the most severe period 
of the war, and with millions of our men 
in military service, withdrawn from their 
normal pursuits, the volume of new life 
insurance rose to $3,988,000,000—a_fur- 
ther increase of 3.9%. Then in 1919, as 
an aftermath of the great influenza epi- 
demic, occurred the tremendous upsurge 
in life insurance writings of $7,010,000,- 
000—an almost perpendicular rise of 
75.8%. The pace continued in 1920 with 
$8,490,000,000 of new business, a further 
gain of 21.1%, and it was not until the 
depression year of 1931 that the trend 
was reversed. Here is the tabular record 
of the period: 

*New Business 


Paid For % Increase Over 


Year (000,000 omitted) Previous Year 
1914 $2,457 ape 
1915 2,621 6.7 
1916 3,213 22.6 
1917 3,840 19.5 
1918 3,988 3.9 
1919 7,010 75.8 
1920 8,490 21.1 


* Does not include “Industrial” insur- 
ance. 

War itself, whether or not we are 
participating, historically is shown to be 
a stimulant to the sale of life insurance. 
The accelerated pace of business (a con- 
dition already manifest today) furnishes 
the means of supplying protection for a 
need that already exists ; a need that is 
emphasized by war's actuality. 

Much of the public’s education in an 
understanding of the value of life in- 
surance that was lacking in 1914 is now 
accomplished. The problem of produc- 
tion, to that degree, is easier now than 
then. The need is as great as ever; the 
means of satisfying the need exist, and 
the problem now resolves itself into one 
of personal and intelligent application. 





GROUP PLAN OPPOSED 





Michigan Beauty Doctors Seeking Mal- 
practice Liability Insurance Covering 


10,000 En Bloc 


Michigan Department officials are in- 
vestigating an apparent tie-up between 
a member and former members of the 
State Board of Cosmetology and an ef- 
fort to arrange for Group malpractice 
liability insurance for the 10,000 licensed 
cosmetologists operating in the state. 
Thomas A. Kenney, assistant attorney 
general, says the plan is “against public 
policy and is designed to prevent free 
competition in insurance sales.” 

So far, according to Seth Burwell, 
head of the Insurance Department's li- 
censing division, there is no definite evi- 
dence of any law violations but the 
inquiry is being continued and it is 
anticipated that some information may 
be uncovered at the forthcoming re- 
moval hearing for Mrs. Elena T. 
Marcoux of Dearborn, sole surviving 
member of the three-member cosmetol- 
ogy commission which is accused of 
promoting the plan. 

Burwell said he questioned Frank H. 
Langs, a Detroit agent, and Langs’ 
bookkeeper and assistant, Ruth Duddles, 
in regard to the cosmetology insurance 
plan. They admitted operation of the 
so-called “insurance underwriters sur- 
vey, sending out letters to licensed cos- 
metologists to learn their attitude 
toward the insurance plan. They said 
they planned to use the data to per- 
suade some company to write the busi- 
ness en bloc at a much lower rate than 
is currently available. 
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Geo. S. Van Schaick To 
Address Boston Ass’n 


ANNUAL MEETING ON JUNE 11 


Boston Life Underwriters Will Hold 
Evening Meeting; Ladies Night 
and Dancing 


George Paul Smith, president Boston 
Life Underwriters Association has an- 
nounced that the speaker for the annual 
meeting of the association would be 
George S. Van Schaick, vice-president of 
the New York Life. The fifty-sixth an- 
nual meeting will be held on June 11, 
1940, in the main dining room of the 
Chamber of Commerce, at 7 P 

Mr, Van Schaick is well known in 
insurance circles as the former Super- 
intendent of Insurance for the State of 
New York, having been appointed to 
that post on March 4, 1931 by Franklin 
D. Roosevelt then Governor of New 
York. He served in that capacity until 
March 10, 1935. Prior to that time he 
had been one of the leading lawyers in 
Rochester, New York in the firm of 
Van Schaick, Woods & Warner. 

He will be remembered as the guiding 
hand, as Superintendent of Insurance in 
New York, for 85% of the insurance 
companies during the bank moratorium 
of '33, and during the recent TNEC in- 
vestigation he was one of the key wit- 
nesses in Washington because of his 
background. As _ vice-president of the 
New York Life he is in charge of the 
real estate and mortgage loan depart- 
ments. His message wil be timely in- 
asmuch as he will bring the Boston 
audience up-to-date on the latest news 
in the problems of the insurance com- 
panies. 

This meeting will be a tadies’ night. 
Following the meeting when the newly 
elected officers will be introduced and 
following the speaker there will be 
dancing until midnight to the music of 
Al Howe and his orchestra. 

The annual business meeting and elec- 
tion of officers will be held on the same 
day at 1 p. m. The nominating com- 
mittee which will report at that time 
includes Wallace N. Watson, chairman; 
Pliny Jewell, Jr., Matthew Kane, Mc- 
Kinley H. Warren and Clyde F. Gay. 


WIDOW CAN’T RECOVER 








Va. Appeals Court Rules Against Recov- 
ery on $15,000 Accident Policy; Upholds 
Co. Opinion That It Had Lapsed 

Affirming judgment of the district court 
at Richmond, Va., the United States Cir- 
cuit Court of Appeals for the Fourth 
Circuit held in a recent opinion that Mrs. 
Carrie H. King is not entitled to recover 
on a $15,000 accident policy which her 
husband, James W. King, killed in a fall 
irom a railroad train June 12, 1939, car- 
ried in the Continental Casualty. The 
case hinged upon the question of wheth- 
er the policy had lapsed or not. Con- 
tention of the company was that the 
policy lapsed May 24, 1939, but Mrs. King 
contended that the policy did not lapse 
until July 24, 1939, more than a month 
after her husband’s death. 

It was in evidence that James W. Tins- 
ley, the company’s agent at Richmond, 
paid the premium for King May 24, 1938, 
for a period of one year as had been his 
custom for some years when the policy 
was on the verge of lapsing but did not 
collect from King until July 24, 1938. 
In view of this, the plaintiff undertook to 
establish that the policy had lapsed on 
May 24, 1938, and that her husband was 
reinstated as of July 24 that year for a 
period of one year when he reimbursed 
Tinsley for the amount of the premium 
the latter had paid for him. 

According to Tinsley, King was then 
thinking of dropping the policy and tak- 
ing out one for a similar amount in an- 
other company which he did do May 
24, 1939. The appellate court held that 
the policy of the Continental Casualty 
had lapsed on that date and therefore 
King’s widow was not entitled to recover 
on the policy. At the time of his death, 
King was vice-president of the American 
Association of Railroads. 


Statement on Supervision Filed With 


TNEC by 137 Companies of 37 States 


A statement entitled “State Supervi- 
sion of Insurance and the National As- 
sociation of Insurance Commissioners” 
was filed Tuesday with the Temporary 
National Economic Committee on behalf 
of 137 life insurance companies. The 
statement was prepared by the head- 
quarters of the American Life Conven- 
tion in Chicago but was later edited and 
revised by the executive committee of 
that organization and a special committee 
of various insurance companies appoint- 
ed for that purpose. 

It is a purely factual statement and 
was not filed by the American Life 
Convention as such. However, the com- 
panies which are members of the Con- 
vention as well as a number of non- 
member companies were given an oppor- 
tunity to join in the presentation of the 
statement. A total of 137 representative 
life insurance companies, domiciled in 
thirty-seven states and the District of 
Columbia, joined in the presentation. 

These companies, as of January 1, had 
insurance in force of $50,778,065,886 and 
admitted assets of $11,363,363,680. They 
constitute a cross-section of the life in- 
surance business in the United States, 
ranging in size from the largest com- 
pany to some of the very smallest oper- 
ating in the United States. They in- 
clude, also, both stock and mutual com- 
panies, as well as those writing Ordinary 
and Industrial life insurance. 

To Be Part of TNEC Record 

The companies making the presenta- 
tion requested that the statement be 
made a part of the record of the Tem- 
porary National Economic Committee’s 
investigation of the life insurance indus- 
try. It is anticipated that the request 
will be granted as Senator Joseph Cc. 
O'Mahoney, chairman of the committee, 
has frequently indicated publicly that 
the companies would be given an oppor- 
tunity to present pertinent matter in 
regards to phases of their business in- 
cluded in the scope of the study of life 
insurance. 

The statement goes into the history 
of state supervision citing that the sev- 
enty years of activity of the National 
Association of Insurance Commissioners 
goes back to the beginnings of state 
supervision of the insurance business as 
in 1871, when it was organized, insur- 
ance regulation was in its infancy. 

Tells of Commissioners’ Functions 


The statement in the form of a bro- 
chure of twenty-seven printed pages, 
goes on to tell of the set-up of the 
Commissioners’ association with thirteen 
standing committees covering the main 
divisions of the association’s work such 
as laws and legislation, taxation, valua- 
tion of securities, unauthorized insurance, 
examinations, blanks and other commit- 
tees covering the different branches of 
the business. It then discusses the of- 
ficial examinations of companies and 
other functions and closes with this 
conclusion: 

“The foregoing statement describes 
briefly the history of state supervision 
and the methods by which the Commis- 
sioners of the various states, both indi- 
vidually and as an association, supervise, 
govern and regulate the life insurance 
companies of America, It is not the 
purpose of this statement to extol the 
results which they have accomplished— 
the record of the companies speaks for 
itself—but it is a matter worthy of note 
that, while there were some failures 
during the depression years, the amounts 
of insurance in failed companies were 
minute in comparison with the total 
amount of insurance in force, and losses 
to policyholders in failed companies by 
reason of liens imposed upon their re- 
serves, amounted to a fraction of 1% 
of the total amount of funds entrusted 
to the life insurance companies by their 
policyholders. Since the imposition of 


such liens by the various state authori- 


ties many of them have been substan- 
tially reduced.” 
Importance of Uniform Blanks 

On the subject of uniform blanks the 
statement says: 

“One of the greatest accomplishments 
of the National Association of Insurance 
Commissioners has been the adoption of 
the uniform blank used by the insur- 
ance companies in making their annual 
reports to the several departments. It 
has been said that the uniform blank 
was the central idea upon which the 
Association was founded. With the uni- 
form blank form in use today, annual 
reports to the departments are simple 
in comparison with the difficulties the 
companies must have experienced with 
the inadequate and immature forms of 
the middle of the last century before 
the days of the National Association, in 
reporting to a large number of states, 
each with different requirements, with 
different standards of valuation, and re- 
quiring a maze of miscellaneous infor- 
mation as might be determined by the 
official of each department demanding 
the report.” 

Great Force in Uniform Practice 

How the Commissioners set about 
valuing the obligations of companies is 
told, also its methods developed for val- 
uation of securities. On its work in 
establishing uniform laws the statement 
says: “The National Association of In- 
surance Commissioners has, without 
doubt, been the greatest single force in 
advancing uniform insurance law. Like- 
wise, it has been the outstanding organi- 
zation through which uniformity of sta- 
tutory interpretations and uniformity of 
administrative rulings have made such 
appreciable progress. Recent history has 
furnished a most impressive example of 
the convention leadership followed by 
the state departments in the matter of 
uniform moratorium regulations on poli- 
cy loans and cash surrenders and their 
adoption during and following the bank 
holiday in 1933, by the states with only 
such slight variations from the National 
Convention model as were required by 
conditions in each state. Meeting the 
excessive demands for cash surrender 
values and policy loans by living policy- 
holders was made difficult, if not im- 
possible, by the breakdown of banking 
facilities, throughout the country and 
concerted action became necessary.” 





COUNSEL AT HOT SPRINGS 


R. E. Henley, vice-president and gen- 
eral counsel of the Life Insurance Co. 
of Virginia, presided at the meeting of 
the Association of Life Insurance Coun- 
sel at Hot Springs, Va., this week in 
the absence of Wesley E. Monk, gen- 
eral counsel of the Massachusetts Mu- 
tual Life, president, who was prevented 
from attending because of illness. 





ELECT D. G. MIX CHAIRMAN 

The Life Insurance Sales Research 
Bureau committee on persistent business 
has elected Donald G. Mix, manager of 
conservation, State Mutual, to the post 
of chairman, succeeding the late H. H. 
Steiner. L. J. Doolin, assistant manager 
of agencies, Fidelity Mutual, was elected 
vice-chairman of the committee. Albert 
G. Borden, vice-president Equitable So- 
ciety, was elected to membership on the 
committee. 





LONDON LIFE GAINS 


J. G. Stephenson, assistant general 
manager, London Life of Canada, says 
that his company’s business in the first 
quarter of 1940 was better than for any 
corresponding period since the London 
Life was founded in 1874. A gain of 
$18,900,000 insurance in force for the first 
three months of 1940 is equal to the 
total gain for the first six months of 


. 1939, 


Bureau Reports Fewer 
Canadian Life Agents 


DECREASE 12% IN FIVE YEARS 





Total in August, 1939, Was 12,900 Agents 
According to Sales Research 
Bureau at Hartford 


In recent -years the life insurance 
companies in Canada have been de- 
voting much attention to improving the 
calibre of their agents. Men who were 
found to be unfitted for the work have 
been weeded out. New men taken on 
have been confined to those considered 
especially qualified. It was felt that this 
way both the interests of the company 
and of the individual himself were 
served best. Several companies follow- 
ing this practice have found that a 
smaller number of agents were able to 
produce an actually larger volume of 
business, 

A survey by the Life Insurance Sales 
Research Bureau, which has just been 
released in Toronto, shows that the num- 
ber of agents in Canada on August 1, 
1939, at 12,900 was 12% smaller than in 
1934. 

The number includes 9,700 with Ordi- 
nary insurance companies or the Ordi- 
nary departments of Industrial com- 
panies. The remaining 3,200 were In- 
dustrial agents, a majority of whom sold 
both Ordinary and Industrial insurance. 
The estimate is based on returns from 
twenty-two companies representing 88% 
of the total new Ordinary and Industrial 
business in 1938, 

Segregating the trends of Ordinary 
and Industrial agents, the Research Bu- 
reau finds the decrease has been more 
pronounced among Ordinary agents than 
among Industrial agents. Analyzed by 
types of contract, the Bureau finds the 
full time Ordinary contracts have de- 
creased 16% while part time and broker- 
age contracts have decreased 6% since 
1934. The number of Ordinary agencies 
in Canada is estimated at well over 500. 
Industrial agencies number 125. 

Head office employes in Canada are 
estimated at 7,000 including officers. Of 
these approximately 5,600 are in Ordi- 
nary companies and 1,400 in Industrial. 
In addition clerks in life insurance 
agencies in Canada number about 3,000 
of which 2,100 are in Ordinary and the 
rest in Industrial. 

This makes a total of 10,000 people 
employed by the life companies in Can- 
ada apart from agents. 





G. M. SELSER IN CUBA 


In Cuba on an inspection tour of the 
newly organized Havana agency of the 
United States Life is George M. Selser, 
executive vice-president, who sailed from 
New York May 25 on the S.S. Oriente. 
Mr. Selser is making the trip in order 
to confer with General Agent William 

Savale in connection with the com- 
pany’s development of the Cuban terri- 
tory. This follows closely on the heels 
of the Cuban Insurance Department’s 
authorization, granted April 30, for the 
United States Life to extend its scope 
of operations there to include the writ- 
ing of accident and health insurance. 





LONGNECKER HEADS MANAGERS 
At the meeting May 13, C. H. Long- 
necker, manager, Metropolitan Life, 
was elected president of the Oklahoma 
City General Agents and Managers 
Club, for the ensuing year. W. Thomas 
Thach, Mutual Benefit, was named 
vice-president and John Brock, Ameri- 
can Mutual, secretary-treasurer. C. 
Eden Van Cleef, Jr., Mutual Life of 
Vermont, was chosen to serve with the 
officers on the board of directors. Sen- 
eca M. Gamble, assistant agency direc- 
tor, Massachusetts Mutual, was key 
spe aker and gave an inspiring talk on 
‘The General Agent’s Silent Partner.” 





25 YEARS WITH TRAVELERS 


Howard I. Park, assistant cashier 
Travelers, Chicago, observed his twenty- 
fifth anniversary April 16. Mr. Park, 
having traveled extensively, is well- 
known throughout the field. 
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Three Meetings in One 
At Montreal Next Week 

OM JUNE 4 TO 7 

Canadian Life Officers Association, 


Agency Officers and Life Adver- 
tisers to Take Part 


SESSIONS FROM 








Plans have been completed for holding 
the forty-seventh annual meeting of the 
Canadian Life Insurance Officers Associ- 
ation in Montreal during the first week 
in June. 

There are three annual meetings more 
or less in The Life Officers As- 
sociation itself will be in conference for 
two days, June 6 and 7; the Life Agency 
Officers Section of the Association June 
4, 5 and 6 and the Life Insurance Ad- 
vertisers Section of the Association June 
5 and 6. The meeting will be in Mount 
Royal Hotel. 

The meeting of the Canadian Life In- 
surance Officers Association will be 
opened June 6 by addresses of wel- 
come on the part of provincial and civic 
authorities. This will be followed by 
addresses by Arthur P. eo president 
of the association; J. B. Collip, profes- 
sor of biochemistry at McGill University, 
and Ray D. Murphy, immediate past 
president of the Actuarial Society of 
America and vice-president and actuary 
of the Equitable Society. 

Following later business discussions 
there will be the annual dinner in the 
evening, at which speakers will be Ade- 
lard Godbout, premier of Quebec, and 
Dr. Cyril D. James, vice-chancellor and 
principal of McGill University. 

Also, during the afternoon of June 6 
there is planned a joint session with 
members of agency officers and advertis- 
ers sections, which will be addressed by 
J. A. MacLaren of MacLaren Advertis- 
ing Co., and Holgar J. Johnson, presi- 
dent Institute of Life Insurance. Mr. 
Johnson will speak on “Why an Insti- 
tute of Life Insurance.’ 

Present officers of the Canadian Life 
Insurance Officers Association are pres- 
ident, A. P. Earle, Montreal Life; first 
vice-president, N. j. Lander, Continental 


one, 


Life; second vice-president, G. 

3ourke, Sun Life; honorary treasurer, 
J. G. Parker, Imperial Life; past-pre si- 
dent, A. N. Mitchell, Canada Life. 





CINCINNATI NOMINATIONS 





Lee B. Scheuer of State Mutual Slated 
for President; Elections 
on June 12 

Two nominating committees of the 
Cincinnati Life Underwriters Associa- 
tion have agreed on the following slate 
of nominees, to present for election ot 
officers June 12: 

President, Lee B. Scheuer, State Mu- 
tual Life, now vice- prone vice-pres- 
ident, Warner C. Wilson, Guardian Life, 
Paul Kistler, 


now secretary; secretary, 
American United Life; treasurer, Adam 
F. Bauer, Mutual Benefit Life. 

The following are nominees for the 


board of directors, of which two will be 


elected: Philip C. Bake, Phoenix Mu- 
tual; Judd C. Benson, Union Central; 
W. Thomas Craig, Aetna Life; Charles 
H. Wible, Provident Mutual. John C. 


Sebastian, Union Central, the retiring 
president, is nominee for representative 
to the Ohio State Association. 


J. Douglas Grannis, Jr.. Penn Mutual, 
and George J. Woodward, Equitable So- 
ciety, ex as chairman of the two 
committees and John Manss, Midland 
Mutual, is chairman of the elections 
committee. 


AGENCY DIRECTOR, N. Y. LIFE 

Wilfrid Pocklington, formerly branch 
manager in Toronto for the Standard 
Life, has taken the position of agency 
director for the New York Life in the 





territories covered by the city of To- 
ronto and northern and western On- 
tario. He will be located at 320 Bay 


Street, Toronto. 


Conn. Mutual Cashiers Get 
Home Office Instruction 





Mu- 
completed a 


Connecticut 
just 


The above group of 


tual cashiers have 
of instruction at the com- 
At the 


action 


week’s course 
pany’s home office in Hartford. 
office the 


home cashiers see in 


each department of the with 
their 
in direct contact. 


company 


which agency work brings them 


This method of train- 
ing gives them first-hand knowledge of 


how their work at the agency offices 
dovetails with the work at the home 
office. 


Standing, left to right, front row, are 
Mary Louise Lorenz, Omaha; Mrs. Jean- 
nette G. Vick, Houston; Emma C. Re- 
horst, Pittsburgh, and Lena Haeck, Grand 
Rapids; rear: Albert W. Chapman, Co- 
lumbus, and Thomas W,. Smith, Albany. 


New York City Ass’n Gets 
A Good Laugh With Some 
Sound Sales Psychology 


One of the interesting things in the 
meeting of the Life U nderwriters Asso- 
ciation of New York City last week was 
the spontaneous burst of applause which 
met the announcement of Lloyd Patter- 
son’s name as nominee for president of 
the association. Mr. Patterson is gen- 
eral agent here for the Massachusetts 
Mutual Life. He has served on all of 
the association’s committees and is one 
of its best known members. The entire 
slate of new officers was reported in 
last week’s The Eastern Underwriter. 
The slate was presented by Elles M. 
Derby, nominations committee chairman. 

Speaker for the meeting was Vernon 
E. “Sam” Vining, director of department 
store sales for Westinghouse Electric 
and Manufacturing Co. He combines 
sound sales psychology with a comedy 
act that keeps his audience howling with 
laughter; ends up by frying an egg on 


an electric iron. There is an article 
about Mr. Vining in the June issue of 
Fortune magazine. Some sales points 


which he gets across are these: 
The basis of all good selling is liking 
people and wanting to do something for 


them, Study the man you are going 
to sell and then let him use his yard- 
stick, don’t try to sell him according to 
your yardstick. A salesman is never 
dumb as long as he sticks to the truth 
as he sees it. At least once in every 
sale it is good psychology for the sales- 
man to say he doesn’t know. The sales- 


man’s job is to tell the prospect what 
he gets for his extra dollars. Mr. Vin- 
ing dramatized that last statement beau- 
tifully in showing the difference between 
a cheap iron and a more expensive one. 


ADDRESSES BLUE GOOSE 





W. L. Miller, home office executive, 
Northern Life of Seattle, discussed 
“Government vs. Insurance” at meeting 


of Seattle Pond of Blue Goose. 











ISLE OF OPPORTUNITY 
and 
HOME OF MANY LIFE UNDERWRITERS 
ON A CAREER BASIS 


(LIFFORD L. A\CAAILLEN 


GENERAL 


THE NORTHWESTERN A\UTUAL 
LIFE INSURAN(E (O/\PANY 


547 MVMADISON AVENUE 


ASG Ee Nw FT 








Union Labor Life 
Holds Field Meeting 


FOR NEW ENGLAND TERRITORY 





President Matthew Woll Talks About 
Cooperation; Morris Pike Stresses 
Selection of Risks 
Individual problems confronting the 
men in the field were the topic of dis- 





cussion at the meeting of the Union 
Labor Life held in Hartford on Friday 
and Saturday of last week. The meet- 


in a series to be 
by the company. Attending this one 
were field representatives from New 
England territory with company officials 
and supervisors of the home office Group 
and accounting departments. 

Home office people present included 
Matthew Woll, president; Morris Pike, 
vice-president and actuary; John B, 
Lathrop, assistant treasurer, and Ru- 
dolph Ellis, assistant secretary. Field 
Supervisor Ralph G. Diehl presided in 
the absence of Vice-President and Agen- 
cy Manager Edmund P. Tobin, who is 
visiting the company’s agencies in the 
Middle West. General agents present 
included William A. Bottomley, Hart- 
ford; Fred C. Bauch, Springfield, Mass.; 
Arnold Kaplan, Bridgeport, Conn.; Is- 
rael Kaplan, Boston; J. T. Ostrowski, 
Springfield, Mass., and Hugh Reilly, New 
Haven, Conn. 

On Friday the group discussed agency 
recruiting, prospecting problems and case 
closing, and listened to talks given by 
supervisors of home office departments 


ing was the first held 


on Group life insurance and the Social 
Security Act. 
Vice-President and Actuary Pike ad- 


dressed the meeting on the subject “Gen- 
eral Underwriting Practices and Pro- 
cedures.” Mr. Pike explained the com- 
pany’s internal underwriting procedure 
and stressed the pitfalls to be avoided 
by the agents. He reminded the agents 
that they represent the company’s first 
line of defense against poor underwrit- 
ing and that their fortunes are tied up 
with the company *s success. Successful 
underwriting improves the company’s 
financial position and enables it to re- 
duce its net cost to policyholders, thereby 
assisting the agents in their solicitation 
of new business and the conservation of 
existing business. 

An informal luncheon on Saturday was 
addressed by President Woll. He stressed 
the opportunities available to the agency 
staff in the sale of individual policies to 
supplement the large volume of Group 
insurance business on the company’s 
books. He stated the policy of the com- 
pany toward the agents to be one of 
fairness and friendliness and assured 
them of the willingness of the home 
office staff to cooperate with them at all 
times. He thanked the agents person- 
aliy and officially for their excellent pro- 
duction during the recent president’s 
month campaign. 


W. C. ROSS MILWAUKEE MGR. 

The Guardian Life has appointed 
Walter C. Ross as manager at Milwau- 
kee. Mr. Ross joined the Guardian as 
an agent in that city in 1932 and the 
following year led all Guardian agents 
throughout the country in volume of 
paid for business. He has served as 
president of the Guardian Life Leaders 
Club and has been a consistent member 
of its President’s Club. Associated with 
Mr. Ross in the Milwaukee agency will 
be S. Garvin Morey, who continues as 
supervisor in charge of training. 





MARSH HEADS D. OF C. ASS’N 

John B. Marsh, general agent Lin- 
coln National Life, Washington, D. C. 
has been elected president of the Dis- 
trict of Columbia Life Underwriters As- 
sociation, Other officers elected were: 
First vice-president, Raymond A. Du- 
Four, Massachusetts Mutual Life; sec- 
ond vice-president, James A. DeForce, 
general agent Continental American; 
treasurer, Paul Grove, Home Life of 
New York, and secretary, V. W. Sum- 
mers, Lincoln National Life. 
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Cashiers Hear First 
Duty Is to Public 


HOLGAR J. JOHNSON SPEAKER 





New York City Cashiers Hold Largest 
Meeting; P. J. Harwood and M. 
P. Gallagher Take Part 


The Life Agency Cashiers Association 
of New York City in its first year of 
organization held its largest meeting on 
last Thursday evening, May 23, at 
Childs Restaurant on William Street 
with an attendance of 250 men and wom- 
en, In the attendance were several gen- 
eral agents and managers. Speaker of 
the evening was Holgar J. Johnson, 
president of the Institute of Life In- 
surance, who told the cashiers the im- 
portant part which they have to perform 
in maintaining the present high approval 
of life insurance in the mind of the pub- 
lic. He reported that a recent survey 
has shown 96% of the public have a 
high regard for life insurance. 

Mr. Johnson said to the large group 
of agency cashiers: “Your first duty 
is to the public. Of the people who 
come to your counter, the public gets 
first preference, the agent gets second 
and the general agent or manager third.” 
He continued: “Actually we are work- 
ing for the public and it is their interests 
which we must recognize. In talking to 
people or in writing letters to them, we 
must think not only of getting the job 
done but of the ultimate result of the 
job. Ask yourself, ‘What is that per- 
son’s impression after talking with me 
or after reading this letter?’ The im- 
portant thing is what the policyholder 
thinks and we must persuade them to 
think the right way. We make no neu- 
tral impressions; we either make a 
good impression or a bad impression. 
If you make each policyholder who 
comes to your counter think well of you, 
you can’t help but make him think well 
of your company and of life insurance.” 

Mr. Johnson introduced his remarks 
about the cashier’s job with a general 
discussion of the economic and _ social 
importance of the institution of life in- 
surance in this nation. He described the 
purpose of the Institute, of which he is 
the first president, saying that it is not 
a defense mechanism but a_ positive 
force to preserve the confidence and 
faith of the American people in the 
institution to which they have entrusted 
billions of dollars for their future se- 
curity. The only thing which can shake 
that faith, said Mr. Johnson, is when 
questions are allowed to go unanswered 
and our job is to see that they are an- 
swered, answered correctly and in a way 
that the public can understand. 

Association Has Grown Rapidly 

This meeting was a high point in the 
first year of the cashiers’ association 
in this city. It started with only a small 
group who thought it would be good 
business for them to become better ac- 
quainted personally and to exchange 
ideas about their methods and their com- 
pany contracts. A_ series of dinner 
meetings has knit together this original 
group of male members into an associa- 
tion and their membership has grown. 
Last week with the President of the 
Institute of Life Insurance as speaker 
the meeting was opened to all life agen- 
cy cashiers in the city. The attendance 
was limited to 250 and that limit was 
reached. 

At the head table were officers of the 
association. Philip J. Harwood, cashier 
in the New York City branch of Canada 
Life, first president of the association, 


presided. Matthew P. Gallagher, man- 
ager, premium collection office, Penn 
Mutual, introduced the speaker. Other 


officers at the table were John May, 
Runyan agency, Fidelity Mutual; R. T. 
lownsend, Young agency, State Mutual; 
Peter J. Spies, Keane agency, Massa- 
chusetts Mutual, and William Weber, 
Kassoft agency, Mutual Life of New 
York, A guest was Benjamin Alk, Penn 
Mutual, president of the Life Under- 
writers Association of New York City. 

The Institute’s new film, “American 
Portrait,” was shown. 





HEARD on the WAY 








John Angus Ware, who is with the 
New York Life in Chicago, collects keys 
as a hobby and not so long ago they 
were on display in a grade floor display 
window of the Marshall Field Building 
at 135 South LaSalle Street. Mr. Ware 
has gathered together keys from all 
corners of the earth, some of them odd- 
shaped, curious looking affairs from 
such points as Siam, China, Holland, 
Greece and Italy. One of the most 
interesting looking was an Egyptian ad- 
justable key, the combination of which 
is probably known only to its owner. 





At the recent annual meeting of Ac- 
tuarial Society of America Ray D. 
Murphy, retiring president, made these 


comments about Dr. Arthur Hunter, 
vice-president and actuary New York 
Life: 


“It seems appropriate that I should 
single out for special mention one of 


our members whose gift of his time 
and distinguished talents has been 
very great over many years. The Joint 
Committee on Mortality, originally 


called the Committee on Standards by 
Which to Measure the Value of Lives 
was formed in 1916 following the work 
done in collaboration with the Associa- 
tion of Life Insurance Medical Directors 
in conducting and publishing the Medi- 
co-Actuarial Mortality Investigation, and 
Dr. Hunter, who had been actively in 


charge of the conduct of that investiga- 
tion, was made its chairman. From that 
day to this he has continued as its chair- 
man, a most happy fact which has led 
to a productiveness of vital importance 
to the Society, to the value of the Trans- 
actions and to the availability of mor- 
tality statistics which have guided the 
life insurance companies. He has set a 
standard which will remain a challenge 
to actuaries in his effective devotion to 
his profession.” 
Uncle Francis. 





IOWA CONGRESS IN JUNE 

Charles J. Zimmerman, Chicago, na- 
tional president of the association of 
life underwriters, will be one of the 
principal speakers at the annual conven- 
tion and life sales congress to be held 
at Sioux City, Ia. June 6 and 7. Con- 
vention chairman and vice-president of 
the Iowa association, Phil Orchard, Sioux 
City, announced some of the tentative 
arrangements for the congress. The 
annual meeting will be held on June 6 
along with the first meeting of the 
quarter-million dollar round table. The 
congress will be held June 7. Head- 
quarters will be at Hotel Martin. The 
meeting has taken on the aspect of a 
tri-state affair with underwriters from 
Nebraska and South Dakota joining the 
lowa delegation, 





Paul Smith had 
$19,500 of life insur- 
ance—the total of six 
different policies. He 
knew that in the event 
of his death his family 
would promptly re- 
ceive $19,500. 
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What Paul Smith did not know was that, prop- 
erly arranged on a cash and income basis, his 
present insurance estate could be increased by 
$7,469 (36%) at no cost to him, 


It does seem like magic, but it was actually 
accomplished by a proper arrangement of his 
six life insurance policies using The Columbian 
National’s Estate Distribution Plan. 


Whether your insurance estate is large or small, 
the principles of Estate Distribution are the same. 
Your Columbian National representative will be 
glad .o show you how it works, without obligation 
and without any cost to you. 


OLUMBIAN NaTIoNAL 
LIFE INSURANCE COMPANY 


A NEW ENGLAND INSTITUTION 














Condemns Use of TNEC 
Net Cost Comparisons 


UNETHICAL IF NOT ILLEGAL 
Charles J. Zimmerman as President of 
National Ass’n of Life Under- 


derwriters States Views 


Denouncing the use by life insurance 
agents of net cost comparisons released 
by the TNEC as “unethical, if not 
illegal,” Charles J. Zimmerman, presi- 
dent National Association of Life Un- 
derwriters, warned in an address before 
the Los Angeles Association on May 
27 that “if these comparatively few mis- 
guided individuals continue to use such 
unfair, incomplete comparisons, other 
underwriters may very well be tempted 
to fight fire with fire.” 

“It has come to my attention,” he de- 
clared, “that some agents throughout 
the country are indulging in this highly 
questionable practice. The National As- 
sociation of Life Underwriters will use 
every means in its power to discourage 
these methods of doing business and will 
make an immediate attempt to eliminate 
them.” 

Citing the fact that the TNEC report 
itself points out the incompleteness of 
these comparisons and indicates that in 
the case of many companies such com- 
parisons, if used without a complete and 
exhaustive review of the facts, are un- 
fair, Mr. Zimmerman said: 

“No one needs to be reminded that 
some of those companies which appar- 
ently stand in a favored position on one 
net cost comparison may stand in a 
much less favorable, and even in an un- 
favorable, position in other net cost com- 
parisons, 

“If continuation of incomplete compari- 
sons caused agents to fight fire with 
fire, everyone would suffer. Such com- 
petition not only results in waste of time 
to the agents and loss of business to 
the agents and companies, but most im- 
portant of all, it results in disturbing 
public confidence in the institution and 
in their present insurance holdings, and 
therefore is a deterrent to the purchase 
of new insurance. 

“No sales business is more competi- 
tive than is life insurance. With more 
than 300 legal reserve companies operat- 
ing in the United States today a natural 
competitive element develops. That com- 
petition, however, has been placed on 
a high ethical, constructive basis. This 
has not come about over night, however. 
For many years the National Association 
ot Life Underwriters has advocated, and 
finally to a great measure achieved, a 
high plane of ethical competition among 
the field forces.” 





TALKS ABOUT REAL “TWISTERS” 

Jesse Downs, general agent Central 
States Life, Charleston, Mo., is the kind 
of go-getter that even a couple of man’s 
sized tornadoes can’t stop. Recently 
a pair of “twisters” swept through the 
vicinity of Charleston. And when the 
Enterprise-Courier of Charleston hit the 
streets with an account of the storms 
it also contained a special and timely 
ad for Jesse Downs. “Suppose the 
twister Monday night had left your fam- 
ily without a provider?” his ad started 
out. “Kind Providence ruled that the 
storm merely destroyed physical prop- 
erty. Ask yourself what would have 
happened had the storm struck through 
the heart of Charleston. Then go see 
Jesse Downs, the Life Insurance Man.” 





CONNECTICUT MEETING 
The annual meeting of the Connecticut 
Life Insurance & Trust Council at 
Waterbury Country Club on May 20 
was addressed by Christian C. Luh- 
now of New York City, editor Trust and 
Estates, his subject “Life With Father's 
Estate.” President Stanley J. Lonsdale, 
Connecticut Mutual Life at Bridgeport, 
had the meeting in charge and officers 

for the coming year were elected. 
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[IDEAS that CLICK | 


By Paul Troth 


'o two agents sell insurance in exactly 
the same way, which also applies to the 
way they get prospects. What they sell 
and how they sell it is principally an idea 
Some ideas which have proved successful, 
and which are being employed, will 
be offered readers of The Eastern Under- 


now 


writer in this column from time to tune. 
No. 139 
At the New England conference C. H. 


Emanuelson, assistant general agent, |. 


S. Braunig agency, Massachusetts Mu- 
tual, Boston, talked about selling busi- 
ness insurance. He put the emphasis 


on the simplicity of business life insur- 
ance, said it wasn’t complicated and that 
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on an 
I got on 


you mean I can get msurance 


Gosh, 
intangible like my brains just like 


the fountain! 


about $5,500 
needs, Mr. 


the average size case was 
Reviewing business insurance 
Emanuelson had this to say: 

“The sole owner, say the corner drug- 
gist, gets a living wage, carries 
comparatively little stock and his invest- 
ments are principally furniture and fix- 
tures. Competition with the chain drug 
store is withstood solely on his own per- 
sonality. If he dies, his widow would 
have to pay a registered pharmacist a 
good salary to run the business for her. 
Therefore the druggist will buy life in- 
surance from a business standpoint, as 
he would personal insurance, to provide 
money for his family to live on, since 
most one-man businesses die with the 
owner. 

“In partnership when one partner dies, 
automatically and legally terminating the 
partnership, the survivor can either liqui- 
date the partnership giving half the as- 
sets to the estate of the deceased and 
keeping half or he can reorganize. The 
difficulty for the surviving partner lies 
in the fact that under law, heirs of de- 
ceased are entitled to demand liquida- 


yor rd 


tion of the firm and division of assets 
or the court may order liquidation to 
protect interests of minor heirs. This 


automatically liquidates interests of the 
surviving partner though he may have 
no desire to reorganize and his own fam- 
ily may suffer through the reorganiza- 
tion. 

‘Business life insurance,” 
Emanuelson, “takes care of these tre- 
mendous problems before they occur. 
You and I as partners deposit our work- 
ing agreement with a trustee, giving him 
a buy and sell agreement contract in 
case of the death of either of us, backed 
by enough life insurance purchased by 
each of us to guarantee the price stipu- 
lated in the agreement. When one part- 
ner dies, the survivor has money to pur- 
chase complete ownership, paying to the 
deceased partner’s family a _ predeter- 
mined price for his interests.” 


says Mr. 





Connecticut Mutual Mailing Piece 
Talks of Heroes at Memorial Day 


“All this world’s glory does not go to 
those who so valiantly died on the field 
of battle to preserve the principles for 


which they fought. Lasting tribute 
should also be paid to the memory of 
those who, while living, had the fore- 


sight to provide continuing security for 
those they loved most.” 

These are the opening paragraphs to 
the booklet “Memorial Day Thoughts” 
which was sent by the Connecticut Mu- 
tual to the policyholders and prospects 
of agents who are members of the com- 
pany’s organization known as “The De- 
pendables.” Timed to arrive in the hands 
of the public just before Memorial Day, 
this piece is part of a series of prestige 
builders which the company has been 
sending out for some time for those who 
qualify for “The Dependables.” 

Giving several illustrations of those 
to whom we should pay tribute in addi- 
tion to those who have died on the 
battlefield, the booklet continues: 

“For instance, there’s Jimmie Rhodes, 
who graduates from college next month. 
Mr. Rhodes died ten years ago, but 
Jimmie has had the education his father 
assured for him—through an educational 
policy. To Jimmie there will never be a 
greater hero than his Dad 


“Another instance—Mrs srown, a 
widow, who lives in the home her son 
— provided for her. Mrs. Brown 


s lonely, but she has enough to live on 
because Andy owned life 
you want to hear about a hero, 
Brown to tell you about her 


ask Mrs. 


’ 
son’s de- 


insurance. If 


voted regard for her comfort.” 

The concluding paragraphs of the 
booklet end with the agent’s name and 
read: 

“It is instances | remember such as 
these that make me proud to be a sales- 
man of life insurance. I like to feel 
that through life insurance I had a part 
in making the days of their dependents 
more comfortable than would otherwise 
have been the case. And that’s why | 
seek to make other men heroes to their 
families. Yes, I’m happy because [| sell 
life insurance.” 


Continental American Life 


Holds Clinic in New York 


The Continental American Life held 
a three-day clinic in New York City 
this week for all New York agencies. 


In charge of the which re- 
viewed company plans and policies were 
Vice-President William M. Rothaermel, 
Supervisor of Agencies Ralph E. Hal- 
stead, and Leonard C. Kiesling of the 
agency department. Agents present took 
part in the various discussions. The 
meeting concluded with a luncheon on 
Wednesday. 


sessions 


APPOINTED BY METROPOLITAN 

William B. Buckley, formerly of Elgin, 
Ill, has been appointed manager of the 
Metropolitan Life, Harrisburg. IIL, dis- 
trict. Mr. Buckley succeeds Ralph Clem, 
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LIFE UNDERWRITER—Well trained and 
experienced—Good organizer—Substantial 
personal producer—Seeks new connection 
either as Manager or General Agent. 
For particulars write Box 1379, The Eastern 
Underwriter, 94 Fulton St., New York. 











Strange Claims Paid By 
Aetna on Personal Injury 


Have you heard about the “self- 
inflicted hot foot?” Or the tennis player 
who bit his own throat? These are but 
two of many strange claims which have 
been paid by the Aetna Life—claims 
which have convinced the examiners that 
there is virtually no limit to the variety 
of bizarre, and sometimes ludicrous 
events, which may lead to personal in- 
jury. 

In the case of the “self-inflicted hot 
foot,” the victim cleaned his spats with 
an inflammable compound and then put 
them on before they were thoroughly 
dry. Hurrying down the street, the fric- 
tion of one spat rubbing against the 
other soon ignited the cleaning fluid and 
before the man knew what was happen- 
ing, his “feet” were in flames. Before 
he could get the spats off, he was 
burned about the feet and lees. Luckily 
he kept the fire from spreading to his 
pants. 

The tennis player who bit his own 
throat was lunging after a hard hit ball 
when he slipped. As a result, his jaws 
came together with such force his 
bridgework was smashed. Then, con- 
vulsively, he swallowed the broken plate, 
“biting” himself on the way down, 

Among other unusual claims recently 
paid by the Aetna are these: A devoted 
husband leaned over to kiss his wife 
goodbye, when suddenly he lost kis bal- 
ance and fell forward with such force, 
he badly sprained his wife’s jaw. (What 
she then did to him is not stated.) 

Po avoid a head-on collision with an- 
other car, a quick-thinking driver put 
his car into the ditch. In doing so, he 
bumped into a normally placid cow 
which became so enraged, it charged 
into the poor motorist’s car and show- 
ered flying glass in all directions 

A sweet young thing with a feather 
in her hat may seem like a_ perfect 
dancing partner but remember, when 
dancing, to keep the feather out of your 
eye! One man didn’t and the constant 
irritation of the feather rubbing against 
his eye resulted in a bad infection. 

Apparently, sleeping in bed also is 
quite a hazard. For example, one man 
got entangled in his bedclothes and in 
trying to vet straight, dislocated a 
shoulder. 


Equitable 2 Society 
(Continued from Page 1) 


the century, has been replaced by an 
entire new stone front of modern design. 
Air-Conditioned 

The interior of the building has under- 
gone even more radical treatm-nt. " 
is now completely air-conditioned and < 
hbettery of six new automaduc po 
elevators and one freight elevator have 
been installed. A new two-pipe vacuum 
heating system supersedes the old one- 
pipe system and new electric wiring 
throughout serves new lighting in the 
larger interior spaces. All public halls 
have been modernized with plaster walls 
and new doors replacing open grills 
around elevator shafts and dark mahog- 
any woodwork refinished with lighter 
color. Plans for alterations were drawn 
by Holabird & Root, architects, and the 
work carried out by John Griffiths & 
Son Construction Co., builders, 


> noe 





TO ISSUE SAFETY JOURNAL 

Mark A. Wells, Los Angeles, editor 
and publisher of “The Insurance Jour- 
nal,” has launched a new publication to 
be known as “The Industrial Journal,” 
to appear bi-weekly, and to be devoted 
to safety work and the welfare of em- 
ployes of corporations. 
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Camps Agency Two Years 
Old; Has Fourteen Agents 


Two years ago on June 1 Manuel 
Camps, Jr., started a new agency for 
the John Hancock Mutual Life at 110 
East. Forty-second Street in New York 
Citv. Today Mr. Camps has an organi- 
vation of fourteen full-time men, only 
one of whom had had previous life in- 
suvance experience. His agency ranks 





MANUEL CAMPS, Jr. 


ekventh in the entire company. His 
paid-for volume in the two-year period 
has been approximately $4,000,000, in- 
cluding some annuity business. 

Brokerage supervisor in the agency is 
Frank B. J. McCaffrey who was ap- 
pointed shortly after Mr. Camps arrival 
here from Boston where he had been 
general agent for the Penn Mutual and 
president of the Boston Life Under- 
writers Association. In charge of full- 
time organization is John T. Haviland 
who was appointed last January 1. Mr. 
Haviland, who has had wide experience 
in the life insurance business, speaks 
especially high of Mr. Camps’ unusual 
ability to train men. 

To cope with the waiting period made 
necessary by the New York State exams 
for new life agents, the Camps agency 
is recruiting employed men and having 
them hold their jobs until they are li- 
censed to sell. They take their training 
courses in the evenings and Saturday 
afternoons. More than a dozen men are 
now following that procedure. Four new 
agents took the state exams this month 

Mr. Camps was recently nominated as 
a director of the Life Underwriters 
\ssociation of New York City. 


ZIMMERMAN ENDING: TOUR 


National Association President Com- 
pletes Speaking Schedule 
in June 

Winding up a full year’s speaking 
schedule that saw him appear before the 
life insurance agents of forty-four states 
as president of the National Association 
of Life Underwriters, Charles J. Zim- 
merman, general agent for the Connec- 
ticut Mutual in Chicago, will visit nine 
local associations in June. 

The National Association head's final 
speaking month will begin in Oklahoma 
City on the first and end in Skowhegan, 
Maine, with a meeting of the Maine 
State Association on the twenty-ninth. 
\t each of his appearances, Mr. Zim- 
merman will talk before general agents’ 
and managers’ groups and officers’ meet- 
ings as well as delivering an association 
address. 

His June itinerary is as follows: 1— 
Oklahoma City, Okla.; 7—Sioux City, 
lowa State Association; 13—Rochester, 
N. Y.; 14—Philadelphia, Pa.; 15—Joplin 

Missouri State Association; 25—Har- 
risburg, Pa.; 27—Burlington—Vermont 
State Association; 28 —Manchester— 
New Hampshire State Association; 29— 
Skowhegan—Maine State Association. 





Canadian Cos. Report 
On Foreign Business 


TOTAL IN FORCE SHOWS GAIN 


Twenty of Twenty-eight Canadian Com- 
panies Do Business in U. S, and 
United Kingdom 


Despite the war in Europe business 
of Canadian life insurance companies 
outside Canada increased during 1939. 

According to figures which have been 
issued by G. D. Finlayson, Dominion 
Superintendent of Insurance, Ordinary 
insurance in force with Canadian com- 
panies at December 31 amounted to $2.9 
billions compared with $2.8 billions the 
year before. New Ordinary insurance 
written was slightly lower at $240 mil- 
lions. This foreign business is done by 
twenty of the twenty-eight Dominion 
licensed companies. 

In addition to Ordinarv insurance, 
most of the twenty write Group insur- 
ance as well. This foreign Group in- 
surance at the end of 1939 was $282 
millions against $264 millions in 1938. 

It is estimated that of the total Ordi- 
nary and Group insurance outside Can- 
ada, 61% is in the United States or its 
dependencies while over 30% is in the 
United Kingdom and _ other empire 
countries. 

The foreign business of the Canadian 
companies for the most part stands on 
its own feet. In most countries where 
the Canadian companies operate the 
governments require them to maintain 
deposits for the protection of policy- 
holders. These deposits are kept at a 
level considered sufficient to meet all 
liabilities. In some instances, foreign 


Since 1848 
UNION MUTUAL LIFE 


INSURANCE COMPANY 
PORTLAND, MAINE 








agencies of Canadian companies are op- 
erated as separate corporations. In ad- 
dition the companies ensure that they 
have adequate supplies of the currencies 
in which the policies are payable so that 
they will be able at all times to meet 
claims as they fall due. 


Court Interprets Meaning of 


“Occasional’ 


Action was brought on a life policy, 
the application for which was attached 
to and made a part of the policy. The 
application contained the question, “To 
what extent do you now, or have you in 
the past, used intoxicants, morphine, 
cocaine, or other habit forming drugs?” 
The insured answered: “Occasional drink 
of whiskey.” The Georgia Court of Ap- 
peals, affirming judgment for the plain- 
tiff, said, National Life & Accident v. 
3arnes, 7 S. E. 2d 299, that the forego- 
ing question is generally held to have 
reference to the “habitual” or “custom- 
ary” use of such drugs or drinks and 
does not refer to an “occasional” or 
“exceptional” use of such drugs or 
drinks. 

The court found support for the ap- 
propriateness of such a construction of 
such a question in the testimony of a 
physician on cross-examination, which 
was as follows: “In my opinion and 
from my experience, as to which type of 
drinking is the more harmful, a steady 
moderate drinker or a man who drinks 
heavily on sprees at widely scattered 
intervals—it is more harmful to drink 
steadily. That is the reason a man who 
drinks heavily and gets on sprees at 
wide intervals apart may live to a rather 
ripe old age. An occasional spree at 


<r ornate sonar 


> Use of Intoxicants 


wide intervals apart does not much af- 
fect a man’s health.” 

The jury in this case, the court held, 
were authorized to find that the de- 
ceased insured drank at separate, infre- 
quent intervals and on each of these 
occasions he drank to excess, but that 
he was not a habitual drinker. They 
were further authorized to find that 
over a period of ten years immediately 
before the issuance of the policy there 
were five or six such occasions, (the 
last of which was approximately nine 
months before the issuance of the policy) 
when he drank to excess, but these oc- 
casions were so infrequent and irregu- 
lar as to make him an “occasional” 
drinker in contradistinction to a “habit- 
ual” or “customary” drinker. There was 
no evidence that he ever drank between 
these occasions when he drank to ex- 
cess, which occasions, the court said, 
might be called “sprees.” In. short, the 
jury were authorized to find that the 
word “occasional” was used as an 
antonym for “habitual” and not as an 
antonym for the word “excessive” nor 
as a synonym for the word “moderate.” 

The evidence, the court concluded, 
did not demand a finding that the de- 
fendant was not liable because the an- 
swer to the question in the application 
was untrue and it authorized the verdict 
in favor of the plaintiff. 
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President 
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THE HOME LIFE INSURANCE CO. of AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life 
Modern policies are issued, on both Industrial and 
Ordinary plans, from birth to 64 next birthday. 

A POLICY FOR EVERY PURSE AND PURPOSE 


Bernard L. Connor 
Secretary 


John J. Gallagher 


Treasurer 


PHILADELPHIA, PENNA. 





AN 
UNMISTAKABLE 
TREND 


The smart Life insurance 
agent of today is rounding out 
his income by the sale of Acci- 
dent & Health Insurance. The 
reason is obvious: Greater re- 
ceptiveness on the part of the 
public to Income Protection 
means easier sales and a quicker 
approach to the prospect’s life 
insurance problems. 


Recognizing this unmistakable 
trend the PREFERRED ACCI- 
DENT is now offering agents 
its new and modern Practical 
Policy containing many liberal 
features at reasonable premium 
cost. Offer it to your best pros- 
pects and customers with the 
assurance that PREFERRED’s 
55 years of Disability insurance 
experience will back you up. 
This is one of many accident 
policies issued by this company. 


The PREFERRED welcomes 
this opportunity of helping 
wide-awake producers who are 
not afraid to talk accident insur- 
ance in their interviews. Having 
specialized in quality policies 
for the preferred class of risk 
for more than half a century we 


know you will find our line one 
of the easiest and most pleasant 
to sell. 


Why not pep up your Spring 
selling by getting complete de- 
tails on our Practical Policy 
and other contracts, which will 
be speedily furnished upon re- 
quest. 


You might as well capitalize 
on Accident business as you 
go along for if you don't 
someone else will beat you 
to it. 


Th 


PREFERRED 
ACCIDENT 


Insurance Company of New York 
80 Maiden Lane New York, N. Y. 


EDWIN B. ACKERMAN 


President 
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Educational Conference 
Held at Niagara Falls 


GEORGE E. LACKEY CHAIRMAN 
One of Several Regionals Held by Mass- 
achusetts Mutual Draws Agents 
From Wide Area 
program of regional 
Massachusetts Mu- 
tual assembled agents of northern New 
York State, Pennsylvania 
the Great Lakes area at Niagara Falls 
for an educational conference on May 27 
and 28. Chairman of the meeting at 
Hotel Niagara was George E. Lackey, 

general agent, Detroit. 

Executives of the company attending 
were Vice-President Chester O. Fischer, 
Agency Secretary Wrayburn M. Benton, 
Assistant Directors of Agencies Charles 
W. Hall and E. Lloyd Mallon, Assistant 
Secretary Michael Marchese, Agency 
Assistants Seneca M. Gamble, James 
Denman and L. H. Shoughrue, and Wil- 
liam Morrison of the Social Security 
division. 

A symposium of sales slants was pre- 
sented by five selected agents. John D. 
Finlayson, Ph.D., chartered life under- 
writer, Detroit, will talk on “Applying 
the Lesson.” Hampton H. Irwin, presi- 
dent, Massachusetts Mutual Chapter of 
Chartered Life Underwriters, Detroit, 
was chairman of Monday’s luncheon 
meeting when Irvin Bendiner, C. L. U., 
Philadelphia, was speaker. 

Edward J. Schlitzer, general agent at 
Rochester, was chairman of Tuesday’s 
session. Clarence E. Pejeau, chartered 
life underwriter, Cleveland, presented 
“Gems From My Sales Kit.” The com- 
pany’s talking picture, “Social Security 
Symposium,” was shown by William 
Morrison of the home office. 

A special feature on Tuesday’s pro- 
gram was a playlet focusing attention 
on Massachusetts Mutual direct mail ad- 
vertising. The cast included Miss Lydia 
Kiraly, Miss Alberta Stutsman and Mrs. 
Mildred Valerio, of the Cleveland, De- 
troit and Rochester agencies respectively. 


Continuing its 
meetings this month, 


western and 


Canada Life Announces 
Mortgage Appointments 


The Canada Life has recently an- 
nounced the appointment of O. R. Burk- 
holder as manager of its mortgage 
branch at Philadelphia and B. E. Shaver 
as manager of the Toronto mortgage 
branch. 

Mr. Burkholder has for the last nine 
years been connected with the company’s 
mortgage business in the United States. 
In January, 1939, he went to Philadelphia 
as the company’s mortgage representa- 
tive. Mr. Shaver joined the investment 
department of the Canada Life in Sep- 
tember, 1933, after having had previous 
experience in the mortgage business. 


BUFFALO MANAGERS’ PLANS 
The Buffalo Life Managers 
tion is planning an aggressive program 
for the coming year, entailing eight reg- 
ular meetings with a special group of 


Associa- 


companies handling each session, it has 
been announced by Laurence G. The- 
baud, newly elected president. Efforts 
will be made to have an out-of-town 


speaker at each meeting. Mr. Thebaud 
also announced appointment of the fol- 
chairmen 


lowing committee and mem- 
bers for the coming year: Public re- 
lations: Warren D. _ chairman ; 


Peter T. Allen, Edward A. Dunlap, Ed- 
win Erickson and Clare nce B. Metz- 
ger. Entertainment: George N. Mat- 
thews, Jesse J. Letts, Lewis C. Slesnick. 
Membership: Tower C. Snow. Legis- 
lation: ait Wertimer. 


CHARLES m SYMONDS DEAD 

Charles H. Symonds, who retired from 
the position of assistant secretary of the 
Aetna Life some years ago, died at his 
home in Hartford last Friday. He is 
survived by a son, three grandchildren 
and a sister. 


Didn’t Find Prospect; Sold 3 Others 


Comstock of the Keane 
Agency, 225 West Twenty-fourth Street, 
New York, gave a talk on prospecting 
at the Massachusetts Mutual Regional 
convention in Atlantic City last week. 
He said that a successful salesman is 
usually a good prospector. Most poor 
salesmen are poor prospectors. When 
he started in insurance he made a list 
of fifty persons and wrote a letter to 
each. He told an interesting story re- 
garding one of his leads at that time. 
“When I got the name I went to the 
man’s office and, rather than talk to the 
telephone operator, I picked out a young 
man who looked as if he might be a 
good prospect. I asked him if Mr. Jones 
was there and he said, ‘No.’ So I re- 
plied: ‘I just wanted to tell him about 
some money that my company has set 
aside for him. Oh, well, I'll see him 
sometime, but while I’m here maybe 
you'd like to hear about it. There’s no 
reason why he should get all the breaks.’ 
“T sold this young fellow a_ small 


Kenneth F. 


policy. When I went back to deliver it 
he was out, but I stopped another young 
chap and went through the same story. 
I sold him and he introduced me to a 
third young man in the office and I sold 
him. The next week I delivered all 
three policies, but I never was able to 
see Mr. Jones—maybe he couldn’t have 
passed anyway.” 

In closing he made the following sug- 


gestions: Let your friends know your 
business, so that you can see them in 
order to get information about their 
business acquaintances. Never knock 
another company—rather boost it. Re- 


member, a man who has just bought a 
policy is insurance minded. Show your 
friend what you plan to sell to his ac- 
quaintances. When you have to ask for 
someone in an office, try to ask a pros- 
pect rather than the telephone opera- 
tor. Help your client to think of some- 
one to suggest your seeing. Have the 
courage to suggest. Develop confidence 
in your sales ability. 





Jests at Complexity 
(Continued from Page 3) 


appropriations for defense measures, will 
not be reduced appreciably within this 
generation. Interest and some payments 
on account of principal will have to be 
met, and that, together with the other 
expenses of government, will have to be 
paid. It can be paid only from taxes. 


Nation’s Tax Bill 


“The only people who can pay taxes 
are those with money. People without 
money are receiving the taxes you dre 
paying. If the agents of America link 
up with the people with money and 
point out all the various and devious 
means whereby the payment of taxes 
can be shifted, evaded or avoided, all 
that we have done is to enlarge the prob- 
lem, because it is folly to believe that 
the people without money who receive 
relief will be able to pay taxes upon the 
relief money they receive and it will 
only serve to increase the amount of 
relief to be given to them, which will 
permit them to pay up their taxes. The 
effect will be to increase the tax bill, 
to increase the cost of administering the 
tax bill and to compel the Government 
to find new ways to get taxes from the 
very people who thought they had 
avoided them in the first instance, and, 
curiously enough, if the taxpayer would 
arrange to pay his taxes instead of avoid- 
ing taxes, he could save administration 
shrinkage, increased taxes and the 
costs which would otherwise be imposed 
upon him by lawyers, courts and others 
to test the nontaxable devices which he 
has previously used.” 


costs, 


ENTERS CALIFORNIA 
United American Agencies, Inc., Nevada, 
Has Home and Principal Office 
in Los Angeles 

United American Agencies, Inc., Carson 
City, Nev., has entered California. While 
it is a Nevada corporation, its home of- 
fice and principal office of business is 
Angeles. Officers of the agency 
are R. I. Tollefson, president; Lessell 
Venables, vice-president for underwrit- 
ing; Henry K. Elder, secretary and gen- 
eral counsel. _ 

The corporation is general agent for 
the Preferred Accident, Pacific Fire, Na- 
tional Automobile and the St. Paul-Mer- 
cury Indemnity. Its life department is 
headed by Aubrey M. Curtis and ac- 
counting division in charge of Glenn 
Hurt. 


in Los 





LICENSE REVOKED 


Superintendent of Insurance Louis H. 
Pink has revoked the license of Solomon 
Silverman, 1860 Broadway, New York 
City. Silverman was licensed as an 
agent of a life insurance company. 


Connecticut for Hartshorn 


As a National Ass’n Trustee 
Wilbur W. 


Hartshorn, district mana- 


ver for the Metropolitan Life at Hart- 
ford, is being actively sponsored for the 
trustees, 
Underwriters, 
at the 


National Association 
in the election to 
Philadelphia convention 


board of 
of Life 
be held 














WILBUR W. HARTSHORN 

in September. John H. Thompson, Hart- 
ford general agent, Connecticut Mutual, 
and chairman of the sponsoring commit- 
tee, says Mr. Hartshorn has the un- 
que ilified indorsement of every member 


of Life Underwriters Association in 
Connecticut and also the Connecticut 
State Association. 


Mr. Hartshorn joined the Metropolitan 
after graduation from Princeton in 1923 
and began working on a debit in Boston. 
In 1927 he was advanced to district 
manager in Newport, R. L, and in 1935 
was again advanced, this time to his 
present position in Hartford. As presi- 
dent of the Hartford association he in- 
troduced innovations, proved a dynamic 
leader and expanded membership to the 
largest point in history. He also played 
a leading part in the formation of the 
Connecticut State Association and is now 
vice-president of that group. Three 
years ago he was general chairman of 
the Connecticut Sales Congress Com- 
mittee, a real success. He has also been 
a leading member of the Hartford Gen- 
eral Agents & Managers Association and 
is a past president. 


John Betz, retired agent of the Metro- 
politan Life after thirty-seven years with 
that company in Buffalo and nearby ter- 
ritory, and Mrs. Betz celebrated their 
golden wedding anniversary } May 7. He 
is 78; she is 80. 





Ae EMBLEM of a 


strong, enduring life in- 
_ surance company which 
for 73 years has adhered 
to principles of justice 


and friendliness. Well 
directed and soundly 
managed, the protection | 
the Equitable of Iowa 
provides to policyhold- 
ers and their families is 


" Outstanding by Any Stendard 
of Comparison 


EQUITABLE 
LIFE 0/1OWA 


RENEWAL RECORD IMPROVES 


Improved business conditions are the 
reason for the sharp reduction in first- 
year lapses on life insurance policies 
of the General American Life, Walter 
W. Head, president, stated in discussing 
this situation. Policies on which renewal 
premium payments became due during 
the six-month period ended on January 
1, 1940, showed a better renewal per- 
centage than any other six-month period 
in the history of the company. 


CASHIERS HOLD SPRING PARTY 
The “Annual Spring — a_tradi- 
tional social event of the San Francisco 


Life Agency Cashiers Association, was 
held May 7. Arrangements for the 
party were handled by Chairman Neil 
Ball, Manufacturers Life, assisted by 


Mutual, and 
National 


Connecticut 
Drendel, Columbian 


Carmen Gallia, 
Ce llette 
Life. 
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CHANGE OF BENEFICIARY 


Insured Died Before Endorsement Could 
Be Made and Court Holds 
Change Completed 

A case recently came before the Fed- 
eral District Court for southern West 
Virginia, Equitable Life v. Brown, 31 F. 
Supp. 785, involving the determination of 
whether a change in the beneficiary 
under three life policies, two for $10,000 
and one for $5,000, had been effected at 
the time of insured’s death. 

The original beneficiary in all three 
policies was the insured’s wife. The 
insured reserved to himself the right to 
change the beneficiary, such change to 
“take effect only upon the endorsement 
on this policy by the Society.” Insured’s 
ae died on July 21, 1938. On August 

, 1938, the insured executed the neces- 
sary papers prescribed by the company 
for a change of beneficiary, naming his 
mother beneficiary. On August 29, he 
forwarded these to the company’s agent 
with whom he had taken out the poli- 
cies. The agent forwarded them to the 
Wheeling office of the company, where 
they were received on September 2. 
The Wheeling office, on September 3, 
having previously received notice of in- 
sured’s death, mailed the policies, the 
requests for change of beneficiary, and 
the notice of insured’s death, to the 
company’s home office in New York, 
where they were received on Septem- 
ber 4. 

The insured died on the night of Au- 
gust 31, or the morning of September 1, 
intestate and without issue, and before 
the change of beneficiary could have 
been endorsed on the policies by the 
Society at its home office. Such en- 
dorsement was never written on the 
policies. 

An administrator of insured’s estate 
was appointed and he and_ insured’s 
mother both made demand for the full 
amount of the policies. The Society 
filed an interpleader and deposited the 
$25,000 in court. 

Counsel on both sides cited numerous 
cases. Some of these cases, the West 
Virginia Federal Court said, “rely upon 
statutes requiring the consent of the 
insurance company to any change in 
beneficiary; in others such consent is 
required by the terms of the policy; in 
some cases the change would have been 
effected but for the neglect of an in- 
surance agent, while in others it was 
the neglect of the insured that resulted 
in the failure to complete the change; 
the time element enters into most of 
the cases; and in many of them it is 
obvious that the courts have attempted 
to carry out the intentions of the in- 
sured if equity and justice require that 
such be done. All of these factors must 
be considered in deciding a question of 
this nature. Almost every case cited 
can be distinguished from those reach- 
ing a different conclusion upon some 
small difference in the facts of each 
case. Both law and equity must be con- 
sidered in determining the just answer 
to the question here presented.” 

No statute was cited by counsel re- 
quiring the consent of the company to 
a change of beneficiary and there was 
nothing in the policy itself requiring 
such consent. In the absence of a statute 
or a requirement in the contract itself, 
the court said, the consent of the insur- 
ance company is not ne ‘cessary to com- 
plete a change in beneficiary. “In fact, 
the company has no discretion to refuse 
to indorse the change of beneficiary on 
the policy when insured has sent the 
policy to the home office with a request 
for the change. Therefore the indorse- 
ment of such change upon the policies 
here involved by the company would 
have been merely a ministerial act.’ 

There was no question that the in- 
sured’s intention was to change the 
beneficiary under the policies. He had 
done everything in his power to com- 
plete the change and the only thing re- 
maining to be done to complete the 
change was the endorsement of the 


Buffalo Ass’n Elects 
Four New Directors 


ERIC G. JOHNSON IS SPEAKER 


Edward S. Diem, A. Rogers Maynard, 
Tower C. Snow, Jacques M. 
Stryker Chosen 


Four new directors of the Buffalo Life 
Underwriters Association were elected 
at a meeting May 23 which also was 
highlighted by a talk by Eric G. John- 
son, president, Pittsburgh Life Under- 
writers Association, and showing of the 
film “American Portrait.” 

The new directors are Edward S. 
Diem, Union Central; A. Rogers May- 
nard, manager, Metropolitan, Lake Erie 
District; Tower C. Snow, general agent, 
Penn Mutual, and Jacques M. Stryker, 
Massachusetts Mutual. 

Comments on War 


In an interview before his talk Mr. 
Johnson said he did not think the war 
would have an unfavorable effect on life 





change on the policies by the company. 
“The company,” the court said, “would 
have been required to make the en- 
dorsement had death not intervened be- 
fore it was able to do so. The clause 
‘such change shall take effect only upon 
its endorsement on this policy by the 
Society’ was written into the policy for 
the protection of the company. But the 
company claims no right to the protec- 
tion given thereby and it would not be 
just to permit the residuary beneficiary 
to defeat the obvious intention of the 
insured by relying on this clause.” 

The court therefore held that the 
change of beneficiary was completed at 
the time of insured’s death, and that the 
beneficiary named in such change, in- 
sured’s mother, was entitled to the pro- 
ceeds of the policies. 


insurance business. “In fact,” he said, 
the artificial business boom being 
caused by the war should stimulate in- 
surance sales.” 

He pointed out that English and Ca- 
nadian insurance companies doing busi- 
ness in this country are carrying on as 
usual without any repercussions from 
abroad. Discussing insurance control, 
Mr. Johnson said: “The Federal Gov- 
ernment has never been successful in 
running any business on a sound basis.” 
He urged continuation of state control 
of insurance in preference to Federal 
control. 

Mr. Johnson discussed “Simple Case 
Analysis and Program” in his address 
before the underwriters. Declaring the 
average sized case constitutes the major 
volume of written insurance, he said 
the distribution of these cases has much 
to do with the agent’s success. 

“Programming is not a bookkeeping 
system but the fulfillment of life’s plan,” 
Mr. Johnson declared. The more fre- 
quently a prospect is given reasons for 
buying, the more frequently will he buy, 
the speaker asserted. 





Canada Life Names Flack 
New York Field Assistant 


The Canada Life has announced the 
appointment of James K. Flack as field 
assistant of the New York City branch. 
In his new duties he will be associated 
with the newly appointed branch man- 
ager, H. F. Underwood. 

Mr. Flack, who joined the company 
in January, 1938, has been a member of 
the company’s production clubs for two 
successive years. Recently he has been 
training for his new responsibilities at 
the home office in Toronto. 





OPPOSE DRUNKEN DRIVING 

The Philadelphia Association of Life 
Underwriters has thrown its weight be- 
hind a campaign to keep the drunken 
driver off the city streets. 
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New England Mutual 
Insurance on Juniors 


FULL POLICY FORMS AT AGE 5 


Does Not Apply in New York State 
or New Jersey; Company Com- 
ments on Plan 


under 
which its regular policy forms are avail- 
able for children beginning at age 5, is 
announced by the New England Mutual 
Life. Not the usual “juvenile” insur- 
ance, this coverage will include the full 
benefits and values of the contracts pre- 
viously issued only at age 10 and above. 

Because of statutes of New York and 
New Jersey, the minimum age in those 
states will continue to be 10. 

Dividends, which begin at the end of 
the first year under these regular poli- 
cies, are expected not to vary much from 
those for contracts issued at age 10. 

In its announcement, the New England 
Mutual points out that “few of us want 
to pamper our children, but there are 
ways in which we can help them over 
some of the early rough spots and build 
their character at the same time.” Pol- 
icy can be used for education or emer- 
gency funds, 

The announcement calls attention to 
the fact that the special market for “In- 
surance on Juniors” is composed of 
fathers who are fully insured or unin- 
surable. The prospect, it emphasizes, 
should first consider the question of suf- 
ficient insurance on his own life. “You 
are urged to consider a policy on your 
child,” it continues, “only if you your- 
self have enough life insurance so that, 
in the event of your death, the needs 
of your family will be adequately met.” 


New “Insurance on Juniors,” 





SEATTLE MANAGERS ELECT 

Five new trustees were elected to the 
board from the Seattle Life Managers 
Association including Guy Gay, manager 
of Sun Life of Canada; Lawrence Bates, 
general agent, Mutual Benefit Life; Mil- 
ton A. Link, agency manager, Bankers 
Life Company of Iowa; Renaldo Baggot, 
general agent, National Life of Ver- 
mont, and William B. Laney, general 
agent, State Mutual Life. Following 
were unanimously elected to serve in 
office for the current year: President, 
Lloyd A. Perkins; vice-president, Ar- 
thur Challiss; secretary-treasurer, Mil- 
ton A. Link. 


BUFFALO C. L. U. PRESIDENT 

Arthur L. Beck, general agent, Na- 
tional Life of Vermont, was elected pres- 
ident of the Buffalo Chapter, Chartered 
Life Underwriters, at the annual meet- 
ing in the Buffalo Athletic Club. He 
succeeds Edward S. Murphy, assistant 
manager, Equitable Society. Mr. Beck 
also is president of the Buffalo Life 
Underwriters Association. Other offi- 
cers elected are Spencer E. Hickman, 
Aetna Life, vice-president, and Melburn 
L. Brizdale, Lasser-Gerstner Co., Inc., 
secretary-treasurer. 





DAVID MARKS, JR., WINS HONOR 


David Marks, Jr., Newark branch of- 
fice, Mutual Life of New York, of 
which Harold J. Fett is manager, has 
received word from the home office that 
he has been elected vice-president of the 
Mid lle Atlantic division of the com- 
pany’s National Field Club for the year 
1939-1940 in recognition of his having 
the largest paid for business for that 
division, He will hold that position un 


til 1941. 


INSURANCE MEN HONORED 


Three Buffalo insurance men were 
among ten past presidents of the Equal- 
ity Club of Buffalo who received service 
certificates at the club’s fortieth anni- 
versary celebration. They are Adam H. 
Cormack, vice-president, Rich, Bart- 
lett & Cormack, Inc.; Arthur L. Beck, 
general agent, National Life of Vermont, 
and Charles H. Taylor, agent for John 
Hancock 
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February 27, 1940. 


Mr. He He Armstrong, Vice President 
Travelers Insurance Company 

700 Main Street 

Hartford, Conn. 


Dear Mr. Armstrong: 


The Board of Directors of the Life Underwriters' 
Association of the City of New York has instructed 
me, as secretary, to write to you in appreciation 
of some of the advertisements which you have placed 
in national periodicals. The Board is particularly 
gratified because of your effort to increase the 
prestige of the agent. 


Many members have said that this type of company 
advertising has definitely made their path easier 
and increases their morale and confidence when 
calling upon a prospect. 


We hope you will find it possible to continue this 
form of advertising in the future. 


Sincerely yours, 


JMH: LAH John M. hes, 
Managing Secretary. 














THE TRAVELERS 


The Travelers Insurance Company 
The Travelers Indemnity Company 
The Travelers Fire Insurance Company 
The Charter Oak Fire Insurance Company 
Hartford, Connecticut 
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Columbian National Names 
Agency in New Orleans 


Columbian National Life has appointed 
Martin-Owsley, Inc. to be the company’s 
general agents in New Orleans, La. 

The firm, headed by Roy J. Martin 
and H. F. Owsley, is one of New 
Orleans’ progressive insurance agencies. 
Started by Mr. Martin ten years ago, it 
has grown to a position of considerable 
prominence. Mr, Owsley joined the firm 
several years after its organization. 

Manager of the life department is 
Monroe B. Stephenson, a man of some 
fifteen years’ experience in the life in- 
surance business and a chartered Life 
Underwriter. He is a native of Ohio 
but has spent the more recent years of 
his life in the south. Martin-Owsley, 
Inc. will handle both life and accident 
& health insurance for the Columbian 
National. 


Reinsurance Agreement 


Held Void by Court 


In a separable controversy against the 
Ohio National Life Ins. Co. arising in 
a suit against a savings bank, in which 
the insurance company was made a 
party defendant, to enforce liabilities of 
the bank’s stockholders, the controversy 
having been removed by the Ohio Na- 
tional Life to the Federal District Court 
for northern Illinois, the major issue, 
that court said, Sachs v. Roseland State 
Sav. Bank, 32 F. Supp. 152, presented 
by the admitted facts was whether a 
reinsurance agreement of November 19, 
1930, to assume the stockholders’ liabil- 
ity of the American Old Line Ins. Co. 
was void. 

The reinsurance agreement was ex- 
ecuted without notice to the policyhold- 
ers of petition for approval of the agree- 
ment and of the hearing thereon, and 
without a hearing on or approval of the 
agreement by the Ohio Insurance Com- 
mission, as required by the Ohio statute. 
It was held that the agreement was 
void. 

The Ohio National Life was held with- 
out power to assume the stockholders 
liability of the American Old Line Ins. 
Co. as owner of stock in an Illinois 
bank. The Ohio National was held not 
estopped to assert the defense of ultra 
vires. 





ESTATE TAX ON LIFE POLICIES 

Life insurance policies taken out sub- 
sequent to the enactment of the Revenue 
Act of 1924 were assigned by the assured 
in 1932 so as to make his wife and son 
life owners of the policies and the sur- 
vivor unconditionally entitled to the pro- 
ceeds thereof upon insured’s death pro- 
vided they survived him. The assign- 
ment further provided that if the in- 
sured should survive these beneficiaries 
he would then become the “life owner” 
as before the assignment, and that the 
proceeds of the policies would be pay- 
able to his “executors, administrators or 
assigns.” Following the opinion of the 
United States Supreme Court in Helver- 
ing v. Hallock, 60 S. Ct. 444, the Fed- 
eral Court of Claims, Bailey v. United 
States, 31 F. Supp. 778, held that the 
proceeds of the policies in excess of 
$40,000 were subject to estate tax even 
though the assignee, the wife, as desig- 
nated beneficiary, rather than the in- 
sured, paid all premiums subsequent to 
the assignment in 1932. 





CANADIAN SALES GAIT 

Up 7% for the first quarter compared 
with last year, sales of new Ordinary 
life insurance in Canada and Newfound- 
land for April showed an increase of 
over 22%. Figures which have been re- 
leased by the Canadian Life Insurance 
Officers’ Association showed total sales 
for April of $32,248,000 compared with 
$26,357,000 in April last year, exclusive 
of Group and wholesale insurance, an- 
nuities, pension bonds without insur- 
ance, reinsurance, revivals, ete. Every 
province in the Dominion shared in the 
improved business. 


Jas. D. Craig, Actuary, 
Dies at Age of 62 


WITH METROPOLITAN 43 YEARS 


Retired as Vice-President in January; 
Son of Noted Actuary 
James M. Craig 


The death on Monday at his home in 
Ridgewood, N. J., of James Douglas 
Craig, for many years actuary of the 
Metropolitan Life, who retired as vice- 
president of the company last January 
after forty-three years’, service with that 
company, removes the second generation 
of Craigs who have been associated with 





JAMES D. CRAIG 


the actuarial work of that company since 
its beginning. He was 62 years of age. 

Son of one of this country’s great ac- 
tuaries, James McIntosh Craig, who pio- 
neered new fields for the actuarial pro- 
fession in the early days of the Metro- 
politan, James D. Craig had explored in 
the actuarial field on his own account. 
He was an authority on health and 
social insurance, having made a trip to 
Europe for the purpose’ of studying their 
operation abroad. He set up the Metro- 
politan’s own pension plan, one of the 
largest private pension groups in exist- 
ence. 

In his long service with the Metro- 
politan Mr. Craig rose from a clerkship 
in the actuarial division to be actuary 
and vice-president. He entered the 
service of the company just before 
reaching 18. His father, who was the 
chief actuary of the company at the 
time, was conducting an actuarial school 
and James D. got a thorough and prac- 
tical training under the supervision of 
his father. The record of his rise in the 
company shows that he earned his pro- 
motions from clerk to section head, 
assistant actuary, actuary and _ vice- 
president. 

A former president of the Actuarial 
Society of America, he had often read 
papers before the Society on new sub- 
jects. On one such occasion, a speaker 
commenting on Mr. Craig’s paper said: 
“If there is anyone here who has any 
idea of writing a paper on a subject new 
to the Society, especially if it is one 
that. has not been presented before, | 
would like to give him a friendly warn- 
ing to hurry up and write it before Mr. 
Craig presents a paper on the same sub- 
ject.” 

Mr. Craig was also a Fellow of the 
American Institute of Actuaries and was 
president of the Casualty Actuarial So- 
ciety. He served on many important 
committees of each of these groups and 
had received most of the honors that 
could come to an actuary in his profes- 
sion. 

Surviving are his widow, Mrs. Nellie 
S. Craig; a son, Douglas S. Craig, who 


Declaratory Judgment in 
Life Case Claiming Lapse 


A life insurance company issued three 
policies on the life of an insured, pay- 
able respectively to the insured’s wife, 
son and daughter, for $5,000 each, The 
policies contained the not unusual pro- 
vision that should the insured die by 
his own hand within two years from 
the date of the policy the company’s 
liability would be limited to the amount 
of reserve on said policies. 

One of the beneficiaries instituted an 
action in the City Court of the City of 
New York to recover the amount which 
would have been payable to her under 
the terms of the policies, claiming that 
one of the policies did not lapse for 
non-payment of premium. The insurance 
company brought an action in the Fed- 
eral District Court for eastern New 
York against the beneficiaries for a de- 
claratory judgment determining the com- 
pany’s liability under the three policies, 
and for a preliminary injunction against 
the plaintiff in the action in the City 
Court to restrain her from prosecuting 
that action. 

The insurance company claimed that 
due to the insured’s failure to pay the 
semi-annual premium on one of the 
policies, it lapsed for non-payment of 
premium. It further claimed that the 
insured committed suicide within two 
years from the dates of the policies and 
that therefore its liability was limited 
to the amount of reserve, totally the 
sum of $8.80. 

The defendants contended that the 
insured did not commit suicide and that 
therefore the policy was in full force 
and effect. 

The Federal District Court, North- 
western Mutual Life v. Errett, 32 F. 
Supp. 237, granted the preliminary in- 
junction on condition that the company 
give a bond, unless that is waived, for 
the reason that there could not be a 
complete determination of the issues in 
the City Court as two of the benefici- 
aries defendants in this action could not 
be joined as parties in that suit, and 
that all the necessary elements were 
present in the Federal court suit for a 
declaratory judgment. “All of the inter- 
ested parties are before the court, there 
is diversity of citizenship, and the sub- 
ject matter of the action is in the sum 
of $15,000. The plaintiff has set up, as 
required by law, a reserve in the sum 
of $14,991.20. This court therefore has 
jurisdiction. Aetna Life Ins. Co, v. 
Haworth, 300 U. S. 227. The complaint 
sets forth a sufficient cause of action 
for a declaratory judgment.” A motion 
to dismiss the complaint was therefore 
denied. 





TO RAISE QUEBEC TAXES 

Of paramount interest to insurance 
companies—life and fire—operating with- 
in the province of Quebec is the an- 
nouncement that the provincial legisla- 
ture of that province is increasing taxa- 
tion and lowering expenditures so that 
the province might show a profit. or 
surplus on operations. James A. Mathew- 
son, provincial treasurer, in his first 
budget address before legislature, said 
recently: Corporations profits tax is to 
be increased from 2%% to 5%. This 
was among other forms of increased 
taxation to be announced, and seems the 
one most likely to apply to insurance 
companies. 





MINNEAPOLIS MANAGER 


Ralph C. Clem, formerly manager for 
the Metropolitan Life at Harrisburg, IIl., 
district has been appointed manager of 
the company’s Minneapolis district with 
headquarters at the Metropolitan Life 
‘silding. Mr. Clem succeeds the late 
Maurice N. Bowler, who died on April 
10. 





is assistant manager Ordinary depart- 
ment of the Metropolitan; two dauch- 
ters, Miss Marjorie L. Craig and Mrs. 
Dorothy Griffiths; and three grand- 
children. 


Mutual Ads to Stress 
June as “Youth Month” 


MANY INSURANCE ELIGIBLES 


Advertising Introduces Agents to Young 
College Graduates, Bridegrooms and 
First Job Getters 


Designating June as “Youth Month,” 
the Mutual Life is conducting an exten- 
sive campaign to make its advertising 
during that month an effective introduc- 
tion to young graduates, bridegrooms 
and employes-to-be for its agents. One 
of its ads for “Youth Month” shows a 
college graduate talking to an older man 
who may be a father, a professor or an 
agent, both of whom are standing at 
the foot of a flight of steps which sym- 
bolize the steps of life. This particular 
ad is captioned “Introduction to Life 
Security.” 

Mutual Life’s interpretation of one of 
the values of national advertising is that 
once an advertising message has reached 
its mark it ought to be a signal to its 
agency. force to move without further 
delay in the direction of the reader and 
sell him. The only intermediary step 
necessary is for the agent to pre-identify 
himself as the one introduced by the 
advertisement. He has equipped himself 
capably with enough facts about the 
prospect’s circumstances in life as to be 
able to make intelligent and reasonable 
recommendations for the amount and 
kind of life insurance that will fit these 
circumstances. Then the selling process 
begins. 

Company’s “Youth Month” Comment 

Mutual Life says in discussing “Youth 
Month” and its June advertising: 

“That an entire month’s sales effort 
can be built around an advertisement 
is not a new idea in other fields of 
salesmanship, but it lends itself espe- 
cially to the work of a life insurance 
salesman. Instead of wandering about 
aimlessly seeking prospects along the 
highways and byways of life, the 1940 
life insurance salesman lets his com- 
pany’s advertising help him. With its 
seasonal timing it actually segregates for 
him groups of those who should now 
be especially susceptible to his appeal 
for consideration. 

“His is a task of finding people and 
educating them to understand his prod- 
uct, the needs for it which they do not 
yet appreciate and what it will do té 
provide for those needs. 

June as an Unusual Month 
for Prospecting 

“Besides its reputation for being a 
month in which climate may be counted 
on to cooperate more than usual, June 
has a long established record for being 
a good time to begin things. 

“Careers are begun and homes are be- 
gun. So why not life insurance pro- 
grams? 

“Also who knows but what the ener- 
getic agent may not, while concentrating 
on youth in June, likewise make his way 
anew into the lif* insuranc> conscious- 
ness of many an elder who ha; long 
been intendiig to take acuon but Wiluse 
procrastination gets just its required jolt 
when he discovers that what is early 
morning for a son or son-in-law is high 
noon for him!” 


CANADA LIFE AWARD 

The Canada Life announces that V. R. 
F. Macdonald, manager of its Montreal 
St. James branch, is the first winner of 
the president’s award—the highest hongr 
which can be won by a Canada Life 
manager on this continent. The ax 
is based on several factors, including 
quality business production, business in 
force, lapse rate, average size of new 
policies, and production and renewal ex- 
penses. 


AIRCRAFT CORP. DIRECTOR 

It is reported that Morgan B. Brain- 
ard, president, Aetna Life and Affiliated 
Cos., has ‘been elected a director of 
United Aircraft Corp. 
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A PROGRESSIVE ORGANIZATION 
The recent annual meeting of the Na- 
tional Bureau of Casualty & Surety 
Underwriters was its thirtieth. The 
record of the Bureau is one of which it 
can be justifiably proud. It has shown 
increased progressiveness in providing 
for the public broader coverage with 
little increase in cost. During the last 
three decades there have been exciting 
business periods which have included 
the longest depression in the history of 
the country. Through all of these busi- 
ness cycles, with constantly changing 
laws and other conditions, the casualty 
business has not only met all of the 
tests to which it has been subjected, but 
has grown remarkably in size, while con- 
stantly and successfully improving the 
protection and service afforded to the 
insuring public. The maintenance of a 
voluntary organization during 
thirty years which has done so much 
for the business itself and also con- 
tributed to national stabilization, is in 
itself a real achievement. 


The year 1939 was no_ exception. 
Numerous progressive changes were 
made in the various lines of insurance 
under the jurisdiction of the Bureau. 
Rating methods were improved and re- 
fined; new coverages were devised and 
previously established coverages were 
broadéned, all in the interests of better 
serving the insuring public. These and 
other activities of the Bureau worthy of 
comment are covered in the annual re- 
port of the Bureau, submitted by William 
Leslie, general manager. This embraces 
company results in the latest Casualty 
Experience Exhibit. 

Among the 


these 


developments in policy 


forms and considerable 
ress was made last year in comprehen- 
sive liability and schedule liability poli- 
cies. Preparation of such policies in- 
volves many ramifications, such as de- 
termination of proper language for the 
insuring agreements, exclusions and pol- 
icy conditions, co-ordination of the va- 
riety of premium bases, development of 
an automatic 
fication of some of the basic coverage 
and corresponding modification in the 
manual rules to with such 
changes. 


coverage prog- 


coverage provisions, modi- 


harmonize 


liability 
golfers 


Another broadened form of 
coverance during the 
liability insurance to 
an insured and his family at premiums 
slightly in excess of the charges for such 
insurance 


year was 


and sports cover 


when written for individuals. 
A new form of coverage known as 


1907, at the post office 


under the act 


of New York City 


liability insurance 
developed to provide 
liability pro- 
tection for accidents occurring after the 
property has been sold. 

Studies have made ot a 
form of coverage known as principal’s 
protective liability insurance to provide 
protection as respects newspaper pub- 
lishers for injuries sustained by inde- 
pendent contractors and their employes 


grantors’ protective 


was owners of 


property with insurance 


also. been 


engaged in the distribution and sale of 
newspapers. This form of coverage will 
probably be adaptable to the needs of 
employers engaged in other lines of en- 
deavor where a _ similar _ relationship 
exists with respect to independent con- 
tractor operations. 





FINANCIAL SECURITY BOOK 

One of the most important chapters 
in Merryle Stanley Rukeyser’s new book, 
Security in a Changing 
World,” published this week, carries the 
title, “New Conditions Tend to Make 
You Underinsured.” He says that no 
one can prophesy with certainty the 
monetary conditions and _ purchasing 
power of money likely to prevail a few 
years hence; therefore, the prudent man 
should err on the side of adequate cov- 


“Financial 


erage rather than to risk skimping. One 
paragraph in his chapter is this: 
Accordingly, life insurance  under- 


writers and agents for other types of 
insurance companies will be grossly neg- 
ligent if they do not bring these new 
factors and new possibilities dramatic- 
ally to the attention of their clients. In 
the struggle of individuals for survival 
and success new obstacles have been 
placed before them by war and political 
ferment. Instead of fretting the pru- 
dent man seeks to find devices in insur- 
ance, savings, and hedging, to protect 
himself and_ his family from the full 
brunt of the destructive economic forces 
let loose. 

Discussing the inflationary factors he 
says if that factor is to be considered, 
then the superiority of the dollar over 
nations actually at war 
In a sense the 
policies sold by American insurance com- 


currencies of 
must be recognized. 
panies are a better hedge against in- 
flation than even bonds of the United 
States government. 

The book is published by Greenberg, 
67 West 4th Street, New York City. 





David Baird, vice-president, Marsh & 
McLennan, Inc., New York, was one of 
guests at a dinner given last week in 
honor of Jacqueline Cochran (Mrs. 
Floyd B. Odlum), aviator in recognition 
of her outstanding speed flights of 1939. 





AMY E. S. HADLEY 

Mrs. Amy E. S. Hadley, wife of Wil- 
liam L. Hadley, vice-president and gen- 
eral manager of The Eastern Under- 
writer, has been installed in the station 
of grand chaplain of the Order of the 
Eastern Star of New Jersey. Mrs. Had- 
ley has been active in Eastern Star for 
years and is past matron of Lydia Chap- 
ter 41, Plainfield, N. J. The installation 
was in Atlantic City with more than 5,000 
members of the order being present, 

. *£ 2 

Otto E. Carstens, general agent of the 
United Life & Accident in Newark, 
N. J., covering northern New Jersey, 
joined this company about six months 
ago and is making good progress in 
establishing its name_and reputation in 
his territory. Mr. Carstens, formerly 
with the Travelers, has been in Newark 
for nearly ten years. Among his activi- 
ties he was an organizer, secretary and 
then president of the Life Supervisors 
Association of Northern New Jersey and 
active in the Life Underwriters Associa- 
tion of Northern New Jersey. His sales 
experience includes field supervisory 
work for the Travelers in Long Island, 
New York City and northern New Jer- 
sey. In his present capacity with United 
Life & Accident Mr. Carstens is concen- 
trating on the recruiting and training of 
agents. 

eo s 

Thomas B. Sweeney, Jr., Equitable 
Society district manager for northern 
West Virginia, who was nominated for 
Senator from W, Va. by the Republicans 
on May 14 will be the only life insurance 
executive in the Senate if elected, al- 
though there are two other insurance 
men who are members—George L. Rad- 
cliffe of Maryland and Francis Maloney 
of Connecticut. Mr. Sweeney is now a 
state Senator. He was given an ovation 
when he appeared at the luncheon of the 
Sweeney agency in Washington held in 
observation of Thomas B. Sweeney, Sr., 
being forty-five years with the Equitable. 

* * * 

Charles M. Cartwright, managing edi- 
tor of the National Underwriter, attend- 
ed the alumni reunion of the high school 
in Waynesville, Ohio, his native town, 


May 25. 

* * * 
Eileen Ann Leitch of the Thos. J. 
Hogan agency, 90 John Street, New 
York, was married last Saturday to 


Thomas E. Anderson, same city, whose 
father, now retired, was chief inspector 
in the New York Police Department. 
Young Mr. Anderson is a Colgate grad- 
uate. The ceremony, held in the Church 
of the Incarnation, New York, was at- 


tended by a number of Miss Leitch’s 
girl friends in the Hogan agency. 





Nation-Wide News Service, Inc. 


FRANK A. CHRISTENSEN 


Frank A. Christensen, vice-president 
America Fore, and one of the most 
capable of insurance executives of the 
country, is chairman of the committee 
of company executives which is super- 
vising the activities of the recently 
launched Casualty & Surety Journal, the 
monthly publication of the Association 
of Casualty & Surety Executives. Servy- 
ing with him on this committee are W. 
E. McKell, vice-president, American 
Surety and president New York Casu- 
alty; E. M. Allen, executive vice-presi- 
dent National Sure ty Corp.; and Ken- 
neth Spencer, president, Globe Indem- 
nity. 

* * * 

Roy Schroder in San Gabriel Cal., 
serves the Kiwanis Club as a director 
and chairman of its vocational guidance 
committee; the Chamber of Commerce 
as a director; the Boy Scouts, as dis- 
trict chairman; the Los Angeles Life 
Underwriters as a member of its board 
of directors, and Pacific Mutual as past 
president of its Big Tree Club, honor 
organization of leading producers. 

“ < * 

Commissioner Frank Yetka of Minne- 
sota, who has been ~~" treatment at 
St. Joseph’s Hospital, Paul, the past 
few weeks, has Tints improved to 
be able to visit his office for a time 
each day. Friends among the insurance 
fraternity take turns in driving him 
about the Twin Cities when the weather 
is favorable. The Commissioner expects 
to be able to leave the hospital and go 
to his lake home near St. Paul by the 
end of the month, 

* + © 


Edward H. Kraus, well-known Buffalo 
fire insurance adjuster, and Mrs. Kraus 
celebrated their golden wedding anniver- 
sary in Buffalo May 20 with a family 
gathering in their home. Mr. Kraus 
handled many adjustments in San Fran- 
cisco after the earthquake and fire there 
in 1906. They have two daughters, a son 
and five grandchildren. 

* * * 

J. M. Philpott, son of Mr. and Mrs. 
Sharpe W. Philpott, has received ap- 
pointment to the United States Military 
Academy at West Point, N. Y. Sharpe 
W. Philpott is former secretary to the 
Oklahoma Insurance Board. 

* * * 

Harry E. Newell, mayor of Bloomfield, 
N. J., and an assistant chief engineer of 
the National Board of Fire Underwrit- 
ers, has won renomination in the Repub- 
lican primary. Mr. Newell won twenty- 
three of the thirty districts. 
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Sumner T. Pike Joins TNEC 

The appointment of Sumner T. Pike, 
former head of the financial division of 
the America Fore, to be a member of 
the Securities and Exchange Commis- 
sion, was a surprise in Washington as 
Mr. Pike is a well-known Maine Repub- 
lican and a conservative. After the 
President announced his appointment, 
Mr. Pike, according to the New York 
Times, seemed especially concerned that 
his friends in Wall Street would expect 
too much of him. He said he was very 
much impressed by the fact that he 
would be in the minority in SEC, even 
though Commissioner Robert E. Healy 
is also a Republican. 

According to the Times, “Tommy” 
Corcoran and Ben Cohen, who dig up 
talent for the New Deal, were responsi- 
ble for finally persuading Mr. Pike to 
take the SEC appointment. Mr. Pike 
sat with the TNEC upon a number of 
occasions during the insurance hearings 
as a representative of the Department 
of Commerce, where he had been a Dol- 
lar a Year man on the staff of Secretary 
Hopkins. He has not been active in 
business since 1938. He took the Wash- 
ington assignment because he is fond of 
public service. 

Mr. Pike believes in free enterprise, 
development of individualism and oppor- 
tunities for business to make a_ profit. 
He is a native of Lubec, Me., and is 
generally regarded as one of the best 
experts on the oil fields, and when he 
was vice-president of Case, Pomeroy & 
Co., New York, he was active in the 
development of oil projects and also 
mining enterprises. 

Mr. Pike is a graduate of Bowdoin 
College, class of ’13, and is a Phi Beta 
Kappa. His early career was with Stone 
& Webster, Boston, his duties having to 
do with utilities. During the World 
War he was in the Army and returned 
to Stone & Webster. Later, he went to 
lexas, where his activities were in c: 1 
nection with oil fields. For some years 
he was head of the financial division of 
the America Fore. 

Recently, Mr. Pike resigned as direc- 
tor of two Mexican mining companies 
and from the boards of Selected Indus- 
tries, Ine., Overseas Securities, Inc., and 
the Felmont Corporation, an oil com- 
pany. 

a oe | 


Prentiss B. Reed’s New Book 

Prentiss B. Reed is author of a new 
book published by McGraw-Hill Book 
Co, bearing the title, “Fire Insurance 
Underwriting,” in which he demonstrates 
what underwriters must consider before 
accepting business, where to find’ infor- 
mation to guide them, and how to formu- 
late their decisions. The book had its 
origin in the scholarship course formerly 




















maintained by the fire insurance com- 
panies at Columbia University. Readers 
are assumed to have some general knowl- 
edge of risks, policies, fire loss, rating 
methods, the workings of agency and 
brokerage offices and company opera- 
tions. Mr. Reed is one of the leading 
fire insurance adjusters of New York 
and was formerly Assistant United 
States manager of one of the British 
companies. 

One of the most important chapters 
in the book is about causes and effects 
of fires. It contains some interesting 
tables and graphs. Among other statis- 
tical data are two groups of statistics, 
one covering a large number of losses 
in the West, gotten from Western Ad- 
justment & Inspection Co. sources, and 
a similar summary of fire losses compiled 
by Census and Statistical Office at Well- 
ington, New Zealand. 

The statistical figures of the Western 
company cover the five-year period from 
1931 to 1935. The Western figures show 
that whereas some 80% of losses are for 
less than $500 each, the aggegrate 
amount of these losses is only about 11% 
of the total losses. Figures show that 
the smallest losses, those which occur 
most frequently, tend to repeat them- 
selves with a very high degree of regu- 
larity, and that the larger losses, which 
occur less frequently, tend to repeat 
themselves with less regularity. 

The graphs of Mr. Reed emphasize 
the fact that since the income peak 
vear of 1926 both premiums and losses 
have decreased by a much greater per- 
centage than the amount of insurance 
written has decreased. That amount 
reached its peak in 1929. Premiums 
for 1937 were 37% below the peak, losses 
56%, but the amount of insurance only 


The great decrease in the burning 
rate has resulted in a similar decrease 
in the average rate of premium with a 
resulting decrease in premiums received. 
The average rate of premium has never 
failed to reflect, with but slight delay, 
the rate at which property burns. As 
far back as 1910 the difference between 
the average rate of premium and the 
burning rate was 49 points. At the end 
of 1937 it was 44 points. Competition 
within the business keeps the average 
rate of premium at a level which will 
just about pay the cost of distributing 
the fire loss. 

Formerly, it was the accepted theory 
that the premium income of the country 
would always increase when property 
values increased. A study of the burning 
rate indicates, however, that the rate at 
which property burns must also be con- 
sidered as a decreased burning rate will 
reduce the average rate of premium, 
and may actually lead to larger values 
producing a smaller premium income for 
the companies. 

The decrease in the burning rate since 
1932 has been much greater than the 
prior trend would warrant. If the past 
is any index of the future, an increase 
in the rate will soon occur. The graphs 
suggest 1940 as the year it will begin. 

In the past twenty-seven years there 


. 


have been three marked rises in the loss 
ratio. After 1909 it rose 10.5 points in 
five years, after 1919, it rose 19.1 points 
in two years, and after 1929 it rose 14.3 
points in three years. 

Mr. Reed gives figures which show 
the close relation of the yearly loss by 
fire to the activity of general business. 
They also show that fire insurance has 
a prime element of cost which varies less 
from year to year than the miller’s cost 
of wheat or the manufacturer’s cost of 
cotton or copper. This element is the 
number of cents that, on the average of 
American business, must be paid out in 
loss for each $100 of insurance written. 
It is aptly termed the burning rate. 
Since 1910 it has fallen irregularly from 
58 to 27 cents, averaging a little more 
than one cent a year. Its greatest irreg- 
ularities have attended (1) the beginning 
of the World War period, when _ be- 
tween 1913 and 1914 it rose 7 cents; (2) 
the post-war depression in 1921, when 
after falling 20 cents from its high point 
in 1914 it rose 18 cents; and (3) in 1933 
when it fell 13 cents. The fall of this 
rate, registering the decrease in the 
prime element of cost in the fire insur- 
ance business, has been attended by a 
steady fall in the price of insurance, 
registered by the average rate of pre- 
mium since 1921. In 1910 the average 
rate was $1.06 for each $100 of insurance 
written. The average rate rose to $1.08 
in 1912 and, after changing slightly from 
year to year, stood at $1.05 in 1921. 
From that figure it has fallen with only 
one rise of $.02 in 1927 to its present 
figure of $.69, 

Considering the foregoing, it is a fair 
conclusion that fire insurance deals with 
averages which over long periods of time 
can almost be reduced to certainties. 

x ok x 


New Hartford Gadget 


Hartford introduced to the public last 
week a new industrial product called the 
Gray Audograph, a voice recording ma- 
chine, manufactured by the Gray Manu- 
facting Co., of that city, president of 
which is Walter E. Ditmars. While the 
Gray Audograph machine was originally 
conceived for use in business, it has been 
developed to the point where it will also 
be employed in connection with military 
preparedness and war. 

The Gray Audograph is a small, com- 
pact machine which records voices on 
flexible discs. This recording may be 
in the nature of a business conference 
or proceedings of some other business 
meeting. Two-way telephone conversa- 
tions can be recorded. The immediate 
presence of the recording machine is 
not essential. The machine can be set 
up in a remote spot to which voices 
can be carried through microphone set- 
tings. It can be used for recording for 
radio stations, conventions and _ similar 
places. It is possible, for instance, for 
the president of an insurance company 
or other business organizations, to com- 
municate by the Gray Audograph to 
representatives all over the country. It 
can be sent by air mail so that a voice 
from Hartford can be heard the follow- 
ing morning on the Pacific Coast. 

The original recordings may be dupli- 
cated at a greater speed than through 
mimeograph processes. The user of the 
machine does not have to address him- 
self into a speaking tube. He does not 
have to be personally present as a bat- 
tery of audographs may be set up in a 
remote location, yet by means of the 
microphone and connections the opera- 
tor will be in complete control through 
the medium of connections. 

* * * 


Three Shifts a Day 


Hartford is now one of the busiest in- 
dustrial places in the country. The Pratt 
& Whitney organization, which includes 
two subsidiaries and which, among other 
things, makes engines for airplanes, is 
working three shifts a day. 

* * x 
Transactions in Securities 

The 1940 edition of Poor's Purchase 
and Sales of Securities is out. During 
the year an average of about $23,000,000 
worth of securities was bought and sold 
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by insurance companies every working 
day. Security transactions during 1939 
by the country’s leading insurance com- 
panies amounted to $6,894,257,636, a de- 
crease of only one-half of 1% below the 
total of 1938 transactions. In spite of 
this decrease in security transactions in 
1939, total purchases rose from $4,128,- 
000,000 in 1938 to $4,622,000,000 in 1939, 
a gain of nearly $495,000,000. Sales of 
securities fell from $2,805,006,000 in 1938 
to $2,272,000,000 in 1939. 

The ten largest life insurance company 
buyers of securities invested $2,500,000,- 
000 in 1939 as against $2,355,000,000 in 
the previous year. Largest purchases of 
securities by life insurance companies in 
1939 was by the Equitable Life Assur- 
ance Society, which purchased $668,592,- 
000. Metropolitan was second = with 
$569,522,000; Prudential third with $354,- 
993,000; Aetna Life purchased $116,000,- 
000 in 1939, and the Travelers $87,298,000. 
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Blackall Musical Quartette 


A number of insurance men have at- 
tended concerts in the home of Connec- 
ticut Commissioner of Insurance John C. 
Blackall in Hartford. The musicians are 
his four children, Randolph, John C., Jr., 
Mary Frances and Joan. Each one of 
them plays a different instrument, Joan, 
the youngest, plays a saxophone. 

Another of the insurance families 
which can entertain itself with its own 
orchestra is that of David C. Gibson, 
vice-president and advertising manager 
of Maryland Casualty. His three chil- 
dren are musicians, 

Still another musical family is that 
of Walter Mosenthal, president of H. 
Mosenthal & Son, New York insurance 
brokers, and first vice-president of In- 
surance Brokers Association of New 
York. 

An accomplished violinist and a mem- 
ber of New Jersey Symphony Orchestra, 
he has seven children, each of whom has 
had a musical education. Three of the 
daughters play the piano. Walter, Jr., 
is a member of Montclair Glee Club, 
sings in a church choir, and sang in the 
Dartmouth Glee Club. Bill plays the 
French horn and was a member of 
Dartmouth College orchestra. Lucy 
majored in piano at college and Mary is 
studying violin. Grandfather of the 
children, Joseph Mosenthal, was _ first 
leader of Mendelssohn Glee Club and 
a composer. 

* * * 
A. & H. Straw in the Wind 

The significant observation was made 
by E. S. Fallow, actuary, accident depart- 
ment, Travelers, in making his report 
recently to the Bureau of Personal A. 
& H. Underwriters as statistical chair 
man that last year accident insurance 
written on male risks showed 6% in- 
crease while on female risks a gain of 
17%. The loss ratio remained about the 
same for both classes, it was indicated. 
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Elect Harry F. Ogden 
F. & G. Fire President 


SUCCEEDS LATE F. A. GANTERT 


Frank F. Decent Advanced to Vice- 
President and Secretary and C. B. 
Gamble to Vice-President 
Harry F. Ogden, former vice-president 
and executive officer of the Fidelity & 
Guaranty Fire, was elected president at 
a meeting of the directors of the com- 
pany “May 24. Mr. Ogden had been 
vice-president since organization of the 
company and is widely known. An- 
nouncement was made by R. Howard 
Bland, chairman of the board, who also 
stated that the board had elected Frank 
F, Dorsey, vice-president and secretary, 

and C. B. Gamble vice-president. 

Mr. Ogden was born in Baltimore on 
December 9, 1887, and was educated in 
the Baltimore public schools. He was 
graduated from the University of Mary- 
land as a Bachelor of Laws and prac- 
ticed law in Baltimore from 1910 to 1917. 


He began his insurance career as an 
adjuster for the Maryland Motor Car 
Insurance Co. in 1918. The following 
year he was placed in charge of their 
claims department, and in 1923 elected 
vice-president and secretary. After the 
purchase of the Maryland by the Nia- 


gara Fire in 1926, he was elected vice- 
president of the Maryland and was its 
executive officer in Baltimore. 

Joined F. & G. Fire at Organization 

He continued in that office until the 
Fidelity & Guaranty Fire was organized 
in Baltimore in 1928. Mr. Ogden played 
2 prominent part in the organization of 
this well-known Baltimore insurance 
company and was immediately elected 
vice-president in charge of fire opera- 
tions in the Eastern department and 
also had nation-wide supervision of the 
automobile business until February, 1938, 
when he assumed the duties of vice- 
president and agency director for the 
corporation. Upon the death of Presi- 


dent Frank A. Gantert in February, 
1940, Mr. Ogden was appointed to the 
office of executive in charge of all com- 


pany operations, which post he held un- 
til his election as president. 

Mr. Ogden is widely known in insur- 
ance circles, both local and _— 
For many years he represented the F. & 
G. Fire Corporation at meetings. He is 
a member of the Merchants Club, Mary- 
land Yacht Club and is active in many 
civic and other local movements, 

Frank Furst Dorsey 

Mr. Dorsey 

June 11, 


more City College 


was born in Baltimore on 
1895, and educated at Balti- 
and the University of 
Maryland. He was an ensign in the 
United States Navy during the World 
War and after that a lieutenant in the 
. S. Naval Reserve. From 1912 to 
1917 he served with the U. S. Fidelity 
& Guaranty and from 1921 to 1926 was 
with the Maryland Motor Car. For 
the next two years he was secretary of 
the Maryland Insurance Co. Mr. Dorsey 
became assistant secretary of the F. & 
G. Fire in 1929 and was advanced to 
secretary in 1931, which post he held 
until last week. 


MOVE BIG . TREES IN HARTFORD 


At the site of the new National Fire 
building on Asylum Avenue in Hart- 
ford, tree experts last Friday were en- 
gaged in moving full-size oak and maple 
trees, one believed to be seventy years 
old, in full leaf. One red maple moved 
was eighteen inches in diameter and two 
oaks were at least as large. The trees 
weigh up to forty tons and the tallest is 
sixty feet high. 


St. Louis’ Producers 
Public Relations Plans 


UNITED CAMPAIGN IS SOUGHT 


Agents and en Offices of Fire and 
Casualty Insurers Must Get Together 
Says O'Toole 


The 
planning a 
campaign to 
the value of 
John J. O'Toole 
of defending 
Board 


of St. Louis is 
public 
the 


insurance. 


Insurance Board 


vigorous relations 


acquaint public with 


stock President 
tired 
Insur- 


“we are 
the 

has decided to take an 
the 
and manufacturers that we have plenty 
intend to 
spend it only with the business men who 
their with (who buy 


says that 
ourselves and 
ance of- 


fensive stand and advise merchants 


of money to spend and we 


spend money us 


only stock insurance). 

that we may 
united front, the Insurance Board must 
represent all insurance interests. The 
actions of any of our companies reflect 
on us as the representatives of that com- 
pany and it is necessary that all inter- 
ests be co-ordinated for the good of the 
business as a whole. 


Place of Branch Offices 


“In the contemplated change in the 
Insurance Board the casualty companies 
contend that the board should be a pro- 


“In order present a 


ducers’ organization only and they have 
no place in the picture. I cannot un- 
derstand why a branch office is not as 
much a producer as any individual in 
the insurance business. Certainly they 
are interested in increasing premiums 
and must exert themselves to secure 
business from the producers in the in- 
surance business. 

“The new idea is as follows: The 
board to represent all insurance inter- 
ests of St. Louis excluding Life. It 
might develop in the future that it 
would be a good thing to bring the life 
interests into the picture also. This 
board to handle all matters pertaining 


to the good of the insurance business as 
a whole. 

“To bring to the attention of the man- 
ufacturers and merchants in the State 
of Missouri the buying power of the 
stock insurance interests. 

“To continually set before the public 
the place that the stock insurance 
through their agents holds in their com- 
munity. 

“To maintain a library and do all pos- 
sible to train the coming insurance men 
of this country. 

“To cooperate with the Insurance De- 
partment in licensing the proper type of 
agents and brokers, 

“All people in the insurance business 
to be members of the Insurance Board 
and the board to be controlled by an 
executive committee of six members who 
shall be the presidents of the different 
organizations. These organizations to be 
divided as follows: Class I agents’ asso- 
ciations, Associated Agents and Brokers 
(Class II), St. Louis Brokers Associa- 
tion, branch office casualty and surety 
underwriters, automobile underwriters, 
marine underwriters. This executive 
committee to elect their own officers 
consisting of a president, vice-president, 
secretary and treasurer.” 





F. & G. FIRE DIVIDEND 
dividend of 50 cents per share has 
been declared by the Board of Directors 


of the Fidelity and Guaranty Fire Cor- 
poration, Baltimore. It is payable on 
July 1 to stockholders of record on 
June 19. 


A 
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“THE ADIRONDACKS? 
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Ayres Service Means: 


SF 


The busy Metropolitan broker, both for his own and his clients’ sakes, insists >) 

that all Adirondack camp lines go through the Ayres Agency at Saranac Lake, \ 
( New York. Get and keep that camp business with the expert assistance on  () 
/ inspection and survey service that Clinton J. Ayres, Inc. can offer. ) 
) 


I 


LET AYRES DOT! 


\ 1. Competent staff of seven employees. Y/ 
( 2. Fully equipped for camp inspection in any part of Adirondack  () 
() North Woods. f /) 
)) 3. Survey work at convenience of assured, in Spring, Summer or  \ 
\ Autumn. : () 
( 4. Presentation of plans, information as to values. )) 
/) 5. Assistance on settlement of losses. ‘ 
\ 6. Correct warranties and proper rates. ( 
( Fifty Years of Service is our Best Recommendation ( 
() y nl 4 y ‘ ) 
» CLINTON J. AYRES. INC. 
\ BERKELEY SQUARE ( 
Y SARANAC LAKE, NEW YORK () 
() Phone:—1-200 ) 
/) F. H. Greene M. E. Jackson E. S. Billings ‘ 
(~~ 4 Fe 4 Pn Yr 4 4 A —~y y 4 4 4 4 4 4 y 
WILLIAM D. REED DIES Agents Back Changes 
° 9 

Former President of Northwestern In Oklahoma Dep’t 

National Passes Away in Milwaukee 

at Age of 75 SUPPORT COMM. READ PROPOSAL 

William D. Reed, retired president of hs 
the Northwestern National of Milwau- Reorganization Favored So as to Elimi- 
kee, died last Friday at his home in nate Duplication of Work and 

. . _ Lack of Efficiency 
Milwaukee at the age of 75 years. He 
retired in March, 1939, after having Strong resolutions urging reorganiza- 
served the company fifty-five years. He tion of the Oklahoma Insurance Depart- 
was president for two years and con- Ment so as to eliminate duplication of 
Sail dite ia es Al aye ae work and endorsing the immediate re- 
tinued 25 & Girector Unie Ris Ceatn. = armament of the nation as a precaution- 

Mr. Reed was born on December 25, ary move against the attack of totali- 
1864, at Malden, Mass., and went to Mil-  tarian powers, featured the actions of 
waukee about twelve years later. He the Oklahoma Association of Insurors 
= r ae Inti at its thirty-first annual convention at 
joined the Northwestern National on eee eae 

‘ : Enid last week. 
September 10, 1883, and held the post Reports at the convention made by 


of vice-president for some years before 
becoming president in 1937. He leaves 
a widow, Virginia Dunham Reed; a 
daughter, Mrs. John P. Ferris; two sons, 
Philip D., chairman of the board of the 
General Electric Co., and Dr. William 
Page Reed of New York, and sister, 
Anna Reed. 





HONOR NELSON & WARD CO. 


North British, with Agency Sixty Years, 
Presents H. B. Nelson, Sr., with 
Silver Loving Cup 


Tuesday marked the sixtieth year of 
representation of the North British & 
Mercantile by Nelson & Ward Co. of 


Jersey City, N. J., which agency is now 
celebrating its own seventieth anniver- 
sary. On May 28, 1880, the North British 
appointed Callo & Nelson. In 1888 Mr. 
Ward became a member of the firm and 
the agency name was changed to Callo, 
Nelson & Ward. In 1891 another change 
was made to the present name of Nelson 
& Ward Co. 


To mark this 


sixtieth anniversary, 
Assistant Manager G, H. Duxbury and 
Secretary R. T. Stewart of the North 


British presented Harvey B. Nelson, Sr., 
with a handsome sterling silver loving- 
cup, suitably inscribed. The presenta- 
tion was made at a testimonial dinner, 
held in the Meyers Hotel in Hoboken, 
at which time a congratulatory letter 
from C. F. Shallcross, United States 
manager of the North British, was read. 

The following members of the firm of 
Nelson & Ward Co. attended: Harvey 
B. Nelson, president; Clarence Dullegar, 
vice- -president and treasurer; James J. 
Moir, secretary and assistant treasurer ; 
Harvey B. Nelson, Jr., president of Nel- 
son General Agency; Charles J. Unger, 
secretary and treasurer of Nelson Gen- 
eral Agency; Oliver se Jr., Wil- 
liam H. Bullwinkel, A. Bello, Edward 
Johnson and od Dering. Also in 
attendance from the home office and the 
field were E. Merkl, general agent: 
S. R. Howard, state agent, and R. R. 
Bumsted, special agent. 


Clifford Wetzel, vice-president and chair- 
man of the executive committee, and 
others, showed the year just closed to 
have been one of accomplishment for 
the association because it now has all 
bills paid, a surplus in the bank, a total 
of 246 active members with no delin- 
quency in dues, 

Mr. Wetzel of Ponca City was elected 
president; Fred Daniel of Tulsa, vice- 
president and chairman of the executive 
committee, and Jack Rone, Oklahoma 
City, secretary-treasurer, succeeding M. 
L. Sumner of that city. Mr. Sumner, 
Walter M. Smith of Lawton and Guy 
Landes of Tulsa were elected to the 
executive committee. 

The resolution favoring revision of the 
Oklahoma insurance supervisory machin- 
ery is significant because it represents a 
reversal of opinion by the association. 
The proposition was killed at a recent 
session of the legislature because of as- 
sociation opposition. The resolution was 
adopted following an address by Jess G. 
Read, Oklahoma Insurance Commission- 
er, who asserted that the association plan 
of having an elected commissioner per- 
forming one set of duties, and an insur- 
ance board composed of the commis- 
sioner and two appointees, the fire mar- 
shal and the board secretary, performing 
other but oftimes conflicting and dupli- 
cating duties, is not followed in any other 
state and results in “buck passing” and 
lack of efficiency. 

The resolution asked Mr. Read to pre- 
pare the necessary legislation and pledged 


the association’s support for it in the 
legislature. 

The association also urged the estab- 
lishment of regular courses in_ all 


branches of insurance in Oklahoma Uni- 
versity and Oklahoma Agricultural and 
Mechanical College and asked the in- 
come administration to broach the sub- 
iect with them, and also recommended 
Summer short courses. 





N. Y. STATE FUND BOOKLET 
The second booklet in the New York 
State Insurance Fund's public service 
series, “New York Experience Rating 
Plan,” has just been issued. The experi- 


ence rating plan used in workmen’s com- 
pensation insurance in this state 
plained in non-technical terms. 
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Board of Fire Underwriters 


Reelect Piscine ee and Other 
Officers; Hear Richard M. Bissell 


President Roosevelt Informed of Offer to Tender Services in 
Emergency; Shallcross Urges Larger Appropriations 
For Public Relations Committee 


\ standing vote by members of the 
National Board of Fire Underwriters 
assembled in annual meeting in New 
York last Thursday was unanimous in 
reaffirming the action of the executive 
committee in tendering the services of 
the National Board of Fire Underwrit- 
ers to the Federal Government for as- 
sistance in safeguarding properties of 
vital importance in the manufacture and 
storage of materials essential to the na- 
tional defense. 

This is in harmony with the tradition 
established by the National Board in 
1917 when a rush order went out for fifty 
cantonments to be constructed. The 
plans contained no thought of fire pre- 
anion, but engineers of the National 
Board Stepped in and suggested preven- 
tion measures, widened streets, organized 
fire brigades, water mains and adequate 
hydrants with the resuit that in none of 
these frame cities, each housing 50,000 
men, was there a single dollar of fire 
loss. This fine record was recalled by 
President Richard M. Bissell of the 
Hartford Fire and president of the Na- 
tional Board during the World War, 
when he spoke at the luncheon follow- 
ing the business meeting. 

Communications Sent to President 


Communications were sent to the Pres- 
ident of the United States and copies 
transmitted to the Secretary of War, 
the Secretary of the Navy, the Procure 
ment Division of the Treasury and the 
chairman of the War Resources Board 

Officers Reelected 

» Colonel F. D. Layton, president of the 
National Fire of Hartford, was reelect- 
ed president of the National Board as 
were also the other officers as follows: 

Vice-president, R. P. Barbour, U. S. 
manager, Northern Assurance; secretary, 
Sumner Ballard, president of the Inter- 
national; treasurer, B. M. Culver, presi- 
dent of 7 Continental; general man- 
ager, W. Mallalieu; assistant general 
mt C. H. Lum and F. S. Dau- 
walter. 

The five new members elected to the 
executive committee are R. H. Griffith, 
vice-president and Pacific Coast manager 
of the Glens Falls; John O. Platt. presi- 
dent of the Insurance Company of North 
\merica; Frank A. Christensen, vice- 
president, Fidelity-Phenix ; Waite, 
president, Agricultural, and J. Vree- 
land, United States manager, Scottish 
Union & National. 

New members of the executive com- 
mittee take the place of the following 
whose terms expired at this meeting: 
Joy Lichtenstein, vice-president and Pa- 
ciic Coast manager, Hartford Fire: 
Ronald R. Martin, United States man- 
ager, Atlas Assurance; F. M. Smalley, 
president, Glens Falls, and John F. Gil- 
liams, vice-president, Camden Fire; also 
of Frank A. Gantert, president of the 
Midelity & Guaranty Fire, recently de- 
ceased. 

Holdover members of the executive 
committee are C. F. Shallcross, United 
States manager, North British & Mer- 
cantile; W. Ross McCain, president, 
\etna; J. M. Haines, United States at- 
torney, Phoenix Assurance; Peter J. 
Berry, president, Security of New 
Haven; Edward W.. Elwell, United 
States manager, Royal Exchange; ‘Es- 
mond Ewing, vice-president, Travelers 
Fire; C. F. Codere, president, St. Paul 
Fire’ & Marine; W. E. Maynard, vice- 
president, Providence Washington; R. 


A. Corroon, president, American Equita- 
ble, and John M. Thomas, president, 
National Union Fire. 

Bissell and Jordan Speak 

Speakers at the luncheon, which was 
attended by some 250 National Board 
fire insurance company executives, were 
Mr. Bissell, dean of fire insurance com- 
pany officials, and Virgil Jordan, presi- 
dent of the National Industrial Con- 
ference Board. 

Mr. Bissell strongly urged the fire 
companies to act together to meet 
threats to the business and problems 
from outside and not show a division 
among themselves. He asked the com- 
panies to develop the spirit of full co- 
operation within stock fire insurance 
itself, 

Dr. Jordan explained the purposes and 
work of the National Industrial Con- 
ference Board, a research organization 
which affords protection for American 
business management from risks rising 
from changes in economic and _ political 
developments. 

\fter President Layton had presented 
his fine address, James Wyper, vice- 
president of the Hartford Fire, and Mr. 
Shallcross commended the statements 
made. Mr. Shallcross also took occasion 
to say that he feels the National Board 
is not appropriating sufficient funds for 
the public relations committee to do an 
effective job. He believes the business 
should be prepared to spend enough 
money to educate the general public in 
what capital stock fire insurance and the 
National Board are doing to provide fire 
protection and the best quality insurance. 


Annual 


Meeting 


Chas. L. aaa to Retire July 1; 
Long Head of Actuarial Bureau 


Charles L. Simpcen, *ssistant manager 
of the National Board of Fire Under- 
writers in charge of the actuarial bureau, 
is retiring on July 1, “after many years 
of faithful service,” said John = M. 
Thomas, president of the National Union 
Fire and chairman of the board’s execu- 
tive committee, in his report at the an- 
nual meeting last week. He continued: 
“Il am sure our members wish that he 
will have many years of well-earned re- 
lief from business activities.” 

For twenty years Mr. Simpson has 
been associated with the National Board 
and his important work is well known 
in fire insurance company circles but it 
has not received the public attention 
which has come to more dramatic acti-- 
ities of the board, such as work cf the 
arson bureau. Quiet, unassuming. kind!y 
Mr. Simpson is not bne to talk much 
about what he is doing, yet his career 
contains considerable color.. His back- 
ground includes life in the Orient serv 
ice with the American Merchant Masine 
and a long connection with the New 
York branch of the Hongkong and 
Shanghai Banking Corp.. British-owned 
hanking institution. With the National 
Soard he has contributed much that ho 
been progressive, especially the loss in- 
formation service. 

Mr. Simpson’s father was a pioneer in 
the development of tea trade between 
Japan and the United States and in 
Yokohama Charles L. Simpson was born 
He came to this country at the ave of 
8 with his family when his father’s busi- 
ness was destroyed by fire. In those daws 
insurance rates in Japan were prohibi- 
tive, due to flimsy construction of build- 
ings and lack of proper fire fighting 
facilities. 

As a youth Mr. Simpson loved the sea 
and served as assistant purser with the 

old American Line. He was at sea dur- 





Report on Fire Prevention Efforts; 


Fire Patrols and Salvage Corps 


Inspections of the larger cities have 
taken representatives of the committee 
on fire prevention and engineering stand- 
ards into twenty-five states, according to 
the report of the committee, presented 
by Chairman William B. Rearden at the 
annual meeting of the National Board of 
Fire Underwriters in New York last 
week. Mr. Rearden is executive vice- 
president of the Firemen’s of Newark. 

Reports have been issued on the fire 
protection facilities and structural fea- 
tures of thirty-seven cities, among the 
most important being Chicago, Birming- 
ham, Charleston, S. C.; Chattanooga, and 
Oakland, Cal. In addition, eleven special 
and supplementary reports have been is- 
sued. 

Fire fighting equipment is steadily im- 
proving in adaptability and dependability, 
said Mr. Rearden. Publication about < 
vear ago of Suggested Specifications for 
Municipal Fire Apparatus provides a basis 
for the purchase of suitable equipment. 
During the year tests. have been con- 
ducted by the National Board staff on 
twelve new pieces of apparatus at the 
place of delivery; also seventy-five en- 
durance tests of new types of pumping 
engines. In addition, local insurance 
bureaus have conducted numerous tests 
for manufacturers located at points not 
readily accessible to National Board 
offices. 


Hospital Inspections 
“About a year ago the executive com- 


mittee recommended that steps be taken 
to enlist the cooperation of insurance 
boards and bureaus, medical associations 
and others throughout the country in re- 
inspecting hospitals serviced under the 
activity directed by our special committee 
on hospitals which began its work in 
1929. It was the desire of the com- 
mittee that the service be extended to 
hospitals established since the completion 
of the previous inspection program. By 
reason of continuous periodical inspec- 
tions in some parts of the country, 
particularly in the Middle West, no 
further action there was needed; in other 
sections the insurance inspection bureaus 
agreed to make reinspections in conjunc- 
tion with routine procedure, and con- 
siderable progress has been made, 
especially in the Southeast. 

“A self-inspection form for hospitals, 
designed for use by hospital authorities, 
is being developed as an intermediate 
check-up of conditions in their buildings. 
This will supplement the more technical 
and complete inspections made by boards 
and bureaus. 

“Recently we received a letter from the 
3ureau of Yards and Docks, United 
States Navy Department, asking for ad- 
vice on the installation of sprinklers in 
navy plane hangars. In providing the 
information desired the research and 
tests conducted by our engineers in 1930 
proved useful. Hitherto the Navy has 
installed automatic sprinklers in only a 
few hangars although a number of Army 
Air Corps buildings have been so 





CHARLES L. SIMPSON 

in the Spanish-American War, and af- 
terwards, while on the old Paris, the shiy 
rin on rocks off the coast of Cornwall 


England, during a fog. Soon afterwards 
Mr. Simpson ended his maritime carec 
and joined the Hongkong and Shangha 


Srath 1 1} 1 
risin the | 


Banking Corp., 
cashier. 

When he ‘oined the National 1] 
in 1920 Mr. Simpson took over the ne 
formed loss information service. serving 
under Charles H. Lum. When Mr 
was transferred to the Pacific Coast 
Simpson succeeded him as head of the 
actuarial bureau. Mr. Simpson has never 
married, He lives in Jersey City and has 
long been prominent there in Mas 
work. He has also been a member 
the New York City f tl 


(,00se tor years 





EWING ON COMMERCE CHAMBER 


Urges Fire Insurance Executives to Give 
Their Full Personal Support to 
This Organization 
resident f the 


Esmond Ewing, vice 
Travelers Fire Sal 
of the National Box 


of Commerce of the United States, ey 
pressed strong 


1 
! 
t 


conviction a a ( < 
understanding and closer” relationshiy 
between the National Board and_ the 
Chamber exists since fire insurance met 
have taken a larg interest in the worl 
of the Chamber. 

The Chamber of Commerce, Mr. Ew 
ing said, is a voice through  whicl 
American business men can speak wi 
force. It should have the full support 
of executives of fire companies and the 
should attend meetings, too All bus 


ness has common interests and as 1 
surance men come to know better those 


in other lines of activity, so does a mor 
sympathetic appreciation of one anotl 
er’s problems vrow. By attending meet 
ings of the Chamber, Mr. Ewit sa 
valuable personal  friendshi deve 
From the public relations stand t 
urged closest cooperation w 
Chamber. 

equipped. Fire in commercial hangars 
have indicated that such protection 1s 


desirable, particularly in those hangars 
where the larger and more expensive 
planes are kept. The present plan is 
to install such safeguards as fast as 
funds become available, and we are ¢ 
operating with the Navy Department 


(Continued on Page 18) 
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Haid Stresses Important Public 
Relations Work in Loss Adjusting 


Adherence to proper principles of fire 


loss adjusting was stressed by Paul L. 
Haid, 
\djustment annual meet- 
ing held last New York. 
Mr. Haid is also president of the In 


Executives 


president of the Fire 
Bureau, at the 
Thursday in 
enm- 


surance Association, He 


phasized also the opportunities for de- 


veloping public goodwill toward stock 


through the medium of 
Nearly 2,000,000 persons 


annually come into contact with loss ad- 


fire insurance 
loss adjusting. 
further the subject 
Mr. Haid said: 


“There is a very conspicuous need for 


justers. Developing 


of public relations, 
an intelligently conceived plan to devel- 
but we are 
that no plan 


nominally 


public relations, em- 


Op von vd 


phatically of the opinion 


can be more than effective 


unless it embodies a purpose to refine 


and dignify loss adjusting procedure. 


This 


between 


all-important medium of contact 


the insurance business and the 
reflect the 
insurance companies and 
public a sympathetic 
And you 
this Dy 


public should actual good 


character of 
develop within the 
understanding of your business. 
are endeavoring to accomplish 
your public relations activities. 


Scope of Public Contacts 


“We can give you a better estimate 


of these expansive possibilities in loss 
adjusting by considering the number ot 
public contacts throughout the year. 
Conservatively, adjusters for fire insur- 
ance companies handle 900,000 losses a 
year, and this does not include small 
losses adjusted by local agents. It 1s 
reasonable to assume that an average 
of two persons are directly affected by 


each adjustment and this means 1,800,000 
direct business contacts between fire 
insurance companies and the public each 
And it is logical to expect that 
these adjustments will be dis- 
cussed with the claimant's relatives, 
friends and business associates, so that 
undoubtedly in this work our companies 


year. 
each of 


reach the ears of at least 5,000,000 peo- 
ple during the year. We are not at- 
tempting to estimate how many people 


adjustment of losses 


are reached in the 
for other kinds of insurance. 

To maintain loss adjusting upon a high 
plane requires selection of the best qual- 
ified adjusters, Mr. Haid said. Merit 
should be the deciding factor. 

“This phase of our work has had un- 
remitting vigilance throughout all of 
our activities, in the employment of ad- 
justers, in their training and education, 
and in our observation of the individual 
adjuster’s contacts. 


“The formula for correct loss adjust- 
ing is very simple, indeed, but having 
that formula pursued in every adjust- 


ment is anything but simple. All fire 
insurance companies that we know about 
insist that every dollar of legitimate 
loss be paid, and graciously. This alone 
will not develop an improved public at 
titude, however. 


Courteous Treatment Essential 


“The adjuster’s contact must be su- 
perior and wholesome. He must have 
the personality and qualifications to re- 
flect the true character of the insurer. 
He must have the patience ° get ac- 
quainted with the insured and must be 
allowed the time to examine into every 
detail of the reaching an amicable 
accord as he proceeds, avoiding the 
lumping of items and the making of 
bulk estimates so that an equitable con- 
clusion can be reached without contro- 
versy. And then he should be allowed 
the time to discuss capital stock fire in- 
surance intelligently with the claimant. 
At no time is a person of the public 


loss 


Companies’ 





HAID 


PAUL L. 


more receptive to this than after an 
equitable and courteous adjustment. 

“We repeat that the formula for cor- 
rect loss adjusting is very simple. The 
problem as we see it is to have all com- 
panies demand that kind of attention 
and to pay willingly for it. Nor is that 
conclusively sufficient because the de- 
manding may not be responded to by 
all adjusters. 

‘The adjuster’s personal ambition for 
volume—for volume beyond moderate 


capacity—is another matter to be dealt 
with. And this can be controlled even 
though it may not be possible to have 


every adjuster treat his work profession- 
ally and interpret his own position un- 
selfishly and primarily as one of service 
to the public and to the insurance busi- 
Very evidently, extraordinary co- 
operation is essential to a plan to revise 
the fundamentals of present day loss 
adjusting. 


“And 


ness, 


when we think of cooperation 


we must go further than the fire insur- 
ance companies alone. To the minds of 
the public insurance is insurance. They 


do aot distinguish between classes of in- 
surers, so that public relations can hard- 
ly be improved except by cooperation 
between fire, casualty and other classes.” 

Officers of the Bureau were re-elected 
and the only change in the directors 
was the election of John F. Gilliams, 
vice-president of the Camden Fire, to 
fill the vacancy caused by the death of 
the late Montg somery Clark, formerly 
president of the Hanover Fire. 
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Fire Prevention 


(Continued from Page: 17) 


establishing the general principles to be 
applied. 
Safety in Schools 

Sulletins of particular value to school 
administrators have been sent to all 
school officials on our mailing list and 
have been well received. The Self-In- 
spection Blank for Schools and publica- 
tions on maintenance and construction 
of school buildings continue in demand. 
Since the inception of this effort in 
1934, more than 1,700 communities have 
been furnished with these forms upon 
request. More than 934,500 copies of the 
inspection form and 162,000 copies of the 
booklet, “Fire Prevention and Protection 
as Applied to the Public and Parochial 
Schools,” have been distributed during 
the past five and a half years. 

Fire Patrols and Salvage Corps 

“This is an appropriate time to review 
the important changes that have oc- 
curred during the ten-year period from 
1930 to date in the field of salvage op- 
erations. The decade just ended is 
marked by a noticeable improvement in 
the general science of fire control and 
particularly in the type and quality of 
fire-fighting. One of the preeminent in- 
dications of this development is in the 
practice of salvage work by municipal 
fire departments. 

“The object of salvage operations and 
fire-fighting is the same; i. e., the con- 
servation of life and property from 
damage by fire and attending hazards. 
Because of the course followed in the 
evolution of fire service, however, there 
is some inclination to think of salvage 
service as a separate function, performed 
by independent organizations, which in 
the past has been maintained at the 
expense of the fire insurance business. 
The results over half a century have 
proved the value of such service but, at 
the same time, experience has indicated 
conclusively that such service can be per- 
formed more efficiently as an integral 
part of fire department operations. 

“The trend towards municipal salvage 
service as a function of fire departments 
has been rapid in the last few years. 
This is shown in data collected by our 
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staff on 453 cities. In 1935 
of these fire depart- 
appliances and 
part of regular 
number had in- 
now included in 


engineering 
approximately 59% 
ments carried salvage 
made salvage work a 
operations; in 1939 the 
creased until 74% are 
this category. 

“In 1930 fire patrols and salvage corps 
were maintained by the fire insurance 
business in twenty cities in various parts 
of the United States at a cost approxi- 
mating $2,615,000 per annum. These or- 
ganizations comprised a total of seventy- 
two separate salvage patrols or com- 
panies. At the present time salvage corps 
or fire patrols are supported in only 
sixteen cities, one more patrol—the 
Milwaukee Fire Insurance  Patrol— 
having been discontinued on January 31, 
1940. In these remaining sixteen cities 
the patrols have been reduced in size 
so that there are now only forty-five 
companies in service and the cost per 
annum has been reduced to $1,732,000. 

“Your committee is of the opinion that 
salvage work can and eventually will be 
more efficiently performed by the muni- 


cipal fire departments and should be 
carried as a municipal function rather 
than at the expense of one business or 
portion of the citizens of any com- 


munity.” 





Wayman to Retire as Coast 


Manager for National Fire 
General Manager Willard O. Way- 
man, since 1906 in charge of Pacific 
Coast business for the companies of 
National Fire Group, will retire on June 
1. Leonard G. Feyen and Edward R. 
Hindley will succeed him as associate 
managers and working = them will 
be Assistant Manager J. Newman in 
Seattle and Agency Pt ei E. 
W. Paterson at Pacific headquarters in 


San Francisco. 

Mr. Wayman became general agent 
for the Colonial Fire Underwriters, 
branch of the National Fire, for the 
Pacific Coast in 1902 and was made 


general agent in charge of the National 
and Mechanics & Traders in 1906. He 
later became Pacific department general 
agent for the Franklin National and the 
Transcontinental. The Pacific depart- 
ment was on a general agency basis 
until 1930 when the plant and good will 
were purchased by the National. Since 
that time Mr. Wayman has been in the 
direct employ of the company as man- 
ager and general manager. 


HEAD NEWARK SALVAGE CORPS 

W. A. Hall, Jr., has been reelected for 
his sixteenth term as president of the 
Underwriters Protective Association in 
Newark, N. J. The association super- 
vises the Salvage Corps. F. S. Lindsay, 
American of Newark, and W. B. Rear- 
den, Firemen’s, are vice-presidents. Archi- 
ibald Kemp, Firemen’s, is treasurer. S. G. 
Amerman, Pacific Fire, was elected a 
director and the other directors were 
re-elected. 


NATIONAL F. & M. IN OHIO 

The National Fire & Marine has been 
licensed in Ohio and Howard C. Hill, 
resident vice-president and manager of 
the Pennsylvania and western New York 
departments, will supervise Ohio. He 
will be assisted by R. F. Hauenstein of 
Elkhart, Ind., general agent and super- 
visor of Michigan and Indiana. 
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Royal-Liverpool 
Names Regional Mgrs. 
ALSO FIELD CHANGES IN EAST 


Special Agents peer y in New Jersey 
and Pennsylvania; Additions to 


N. Y. Brokerage Office 





Harold Warner, United States man- 
ager of the Royal-Liverpool Groups, an- 
R. Whitehead is ap- 


pointed regional manager for the groups 


nounces that C. 


in charge of Pennsylvania, exclusive of 
the territory supervised by the Phila- 
delphia office. Prior to this appointment 
Mr. Whitehead filled various executive 
positions, both in the office and_ field. 
He wiil make his headquarters at 1410 
Commonwealth Building, Pittsburgh. 

Donald Munsie, who has occupied a 
position in the underwriting department 
at the New York office for several years, 
has been transferred to the Pennsyl- 
vania field as special agent. He will 
assist Special Agent A. W. Kline, whose 
headquarters are in Harrisburg. J. 
Hall, for many years a fieldman in West 
Virginia, has been appointed, effective 
June 1, as regional manager for the 
groups in charge of West Virginia, 
Maryland, Delaware and the District of 
Columbia, with headquarters at 439 
Chestnut Street, Philadelphia. 

Effective June 1, W. O. Baldwin has 
been appointed regional manager for the 
groups in charge of the State of New 
York, exclusive of New York City and 
the suburban area. Mr. Baldwin, who 
will make his headquarters at 1015 
Chimes Building, Syracuse, has for many 
years served as fieldman in parts of this 
territory. 

Appointments in New Jersey 

In New Jersey the following appoint- 
ments become effective as of June 

John Ward, for several years fieldman 
in New Jersey and latterly special rep- 
resentative of the brokerage, general 
cover and special service departments, 
has been appointed regional manager for 
the groups in charge of New Jersey, 
exclusive of the territory supervised by 
the Newark and Philadelphia offices. 
Mr. Ward will make his headquarters 
at 41 Clinton Street, Newark. 

Thomas Kelleher, for some time con- 
nected with the educational department, 
has been appointed special agent in New 
Jersey territory, working under the su- 
pervision of State Agent W. H. Labagh, 
who on June 10 will move his headquar- 
ters to a more convenient location at 
607 Colt Building, Paterson. 

Arthur Hogan of the educational de- 
partment has been appointed special 
agent in the New Jersey field, where 
he will assist State Agent T. F. Byrne, 
who will move his headquarters to &38 
Broad Street Bank Building, Trenton. 

State Agent Thomas V. Graham has 
been transferred from the Arkansas field 
to the New Jersey field staff, with head- 
quarters at 41 Clinton Street, Newark. 

The combined brokerage and _ service 
departments at the New York office, 150 
William Street, have been augmented 
by the appointments, as special repre- 
sentatives, of H. C. Pitot and W. T. 
Spiegelberg. Mr. Pitot was formerly 
special agent in the Alabama and Lou- 
isiana fields, and Mr. Spiegelberg takes 
up his new duties after experience as 
special agent in the South Carolina and 
New Jersey fields 

John Hanretty, ‘who has held a posi- 
tion in the underwriting department at 
the New York office for some time, is 
being transferred to Virginia as special 
agent. His headquarters will be at 
Roanoke. 





WITH CRAVENS, DARGAN & CO. 


The Old Colony announce that on June 
1 Cravens, Dargan & Co., Houston, 
Texas, will become general agents for 
Texas, Cravens, Dargan & Co. already 
represent the Boston in Texas and will 
now become general agency for both 
companies. The change is made on the 
retirement of J. D. Kitchen & Brother, 
New Orleans. 


BUCHMANN HEADS EXAMINERS 
Elected Precident of Moiw York Associa- 
tion; Members of Speakers’ Forum 
Address Meeting 

The Fire Insurance Examiners Asso- 
ciation of New York last week elected 
Paul J. Buchmann, New York Under- 
writers, as president. Other officers are 


as follows: vice-president, George J. 


Farner, Yorkshire; secretary, Orland EF. 
Condit, treasurer, William J. 
Brassell, Northern of London, and _ re- 
cording secretary, Sven C. Harboe, Com- 
mercial Union Group. Nearly. 100 mem- 
bers and guests attended the annual 
meeting. 

Two members of the speaker's forum 
addressed the group. Joseph McGann, 
Yorkshire Group, discussed the hazards 
of the straw hat industry and Francis J. 
DeLorme, Commercial Union Group, out- 
lined the history and purpose of the Fire 
Insurance Examiners Association. The 
retiring president, William W. Dixon, 
Commercial Union Group, who insti- 
tuted the speakers’ forum last Fall, 
urged the members present to take a 
more active part in their association. 
He said in part: 

“The present war has brought into be- 
ing a catch phrase, namely, “The Fifth 


Home; 


Column.’ While the term is new, the 
activities of those who threaten to un- 
dermine the structure of capital stock 
fire insurance is well known to us. That 
is our Fifth Column and it is incumbent 
upon us to combat their activities. | 
urge you men to become interested in 
this problem and to utilize every oppor- 
tunity to acquaint the insurance buying 
public with the advantages of being 
insured in a company, the foundation 
of which is patterned upon the American 
idea of private enterprise and the profit 
system.” 





TRAVELERS FIRE SPECIAL 

Willis A. Strickland, assistant cashier 
cf the Brooklyn office of the Travelers 
Fire and Charter Oak Fire, has been 
appointed special agent as of June 1 
with headquarters at the same office. 
Mr. Strickland is a native of Brooklyn 
and in 1927 entered the employ of the 
Northern Assurance after completing his 
education. He went to the Travelers 
from that company in February, 1930, 
and has’ since been continuously em- 
ployed in the Brooklyn office, first as 
counterman and then as assistant cashier 
in charge of the fire detail. He will be 
associated with Assistant Manager Wil- 
liam F. Tierney under Manager F. W. 
Kentner. 


NAME CRAVENS, DARGAN & CO. 


The Charter Qak Fire of Hartford has 
appointed Cravens, Darran & Co. ©! 
Houston managers for Texas for fire, 
inland marine and automobile fire, theft 
and collision business. In assuming the 
representation of this member of the 
Travelers group of companies, Craven ; 
Dargan & Company are enlarging their 
already extensive facilities for saree 
to Texas agents. 


MASON AD CLUB DIRECTOR 


Jarvis W. Mason, advertising manager 
of the National Fire, was elected a direc 
tor for three years of the Advertising 
Club of Hartford at its recent annual 
meeting in the Hotel Bond, Hartford 
John Ashmead, advertising manager o1 
the Phoenix, was succeeded as president 
of the club by Frank C. Marshall, as 
sistant advertising manager of G. | 
Heublein, Inc. 


NEW GLENS FALLS OFFICES 

The Glens Falls Group opened new 
offices in Hartford, Conn., on May 29 
at 3% Main Street. Special Agents’ J. H 
Hoxie and W. F. Elliott of the fire co 
panies and Manager John C. Davison 
and Claims Manager Matthew H. Con 
nors of the Glens Fall Indemnity are lo 
cated at these quarters. 
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Finds Wide Interest 
In Educational Plans 


MIDYETTE SPEAKS ON PROGRAM 
National Ass’n " Wine Peesident Tells 
Agents that Whole Country Is 
Behind New Movement 
: proposed educa- 
National Associa- 


Development of the 
tional program of the 
] Agents will raise the 


tion of Insurance 
standards of the Armerican Agency Sys- 
tem to a high degree of efficiency and 


ultimately will be reflected in increased 
good will of the public, said Payne H. 
Midyette, vice-president of the National 
\ssociation, in his address before the 





PAYNE H. 


MIDYETTE 


annual convention of the South Carolina 
Association of Insurance Agents held at 
Charleston, May 16, 17. 

As one close to the scene in the 
progress of the educational movement in 
the National Association, Mr. Midyette 
asked for the indulgence of the members 
in awaiting the completion of the entire 
program. 

Conveying his enthusiasm over the 
widespread interest manifested in the 
subject at the recent mid-year meeting 
of the National Association, Mr. Mid- 
yette said that “in my years of experi- 
ence in attending national conventions | 
do not believe there has ever been one 
where there was such a professed in- 
terest of all present in improving the 
standards of our profession, and in im- 
proving the ability and efficiency of local 
agents in the production of their busi- 
ness.” 

Mr. Midyette spoke of the educational 
clinic at Wichita, over which Dean L. 
McCord of Jacksonville, Fla., presided, 
and said, “the attendance and partici- 
pation by present was conclusive 
of the nation-wide interest in the sub- 
ject of education. In going over the 
stenotyped record of this clinic it was 
found that thirty-eight individual per- 
sons representing twenty of the states 
participated in the discussion, while more 


those 


than one hundred other persons com- 
pleted the audience.” 
Mr. Midyette continued: “The clinic 


unanimously recommended to the execu- 
tive committee of the National Associa- 
tion, the employment of a full-time edu- 
cational director, which recommendation 
was enthusiastically approved. The ex- 
ecutive officers expect to pursue this 
project with all of their energy to bring 
to an early completion a planned pro- 
gram under the direction of a capable 
director and one serving all of the forty- 
eight states. May I at this time say 
that this is a tremendous task, and ask 
that our membership not become im- 
patient, for because of its importance 
we, of necessity, must proceed with 
utmost care so as to assure the greatest 
degree of value to our membership.” 


Local Agency Field No 


Last Resort For Failures 


The local insurance agency should be 
no dumping ground for those with good 
personalities who fail in other fields and 
then enter this highly technical calling 
without the slightest qualification in the 
way of technical knowledge, Attorney 
Malcolm S. McCorquodale of Houston 
told the o cers and board of directors 
of the Texas Association of Insurance 
Agents and Texas local exchange offi- 
cers at a dinner given last week by the 
Insurance Exchange of Houston. 

The first consequence of professional 
responsibility is a rising standard of 
qualifications before admission to the 
field of practice and the second is a 
corresponding decrease in unethical and 
illegal practices as the ranks are filled 
with men able to compete on a basis 
of ability to serve, said Mr. McCorquo- 
dale in advocating increasingly stringent 
requirements of those seeking insurance 
licenses so that the insurance man would 
have to be a real expert in his line. In 
denouncing coercion of insurance he 
said: “If those of you in the agency 
field resort to financial pressure to get 
and hold your customer you will never 
be a professional nor will your customer 
he a client whose confidence you may 
claim.” 





PROTEST KEMPER ELECTION 

The Insurance Brokers Association of 
Massachusetts has sent a letter to the 
executive committee of the Chamber of 
Commerce of the United States and to 
many local chambers protesting the elec- 
tion of James S. Kemper of Chicago as 
president of the U. S. Chamber on the 
ground that he heads mutual insurance 
companies, organizations not supporting 
the profit system of doing business. 


COMPLETE 
FACILITIES 


Service Since 1894 


Dooley Donates Prizes For 
Insurance Brokers Course 


Blank & Stoller 


WILLIAM F. DOOLEY 
The Insurance Society of New York 
announces that William F. Dooley, vice- 
president of the America Fore Group, 


has donated prizes to be awarded to the 
three best students in the class in the 
insurance brokers’ course which started 
last September. Names of winners will 
be announced after the final examination 
has been held. 


GENERAL AGENTS FOR BOSTON 


Announcement is made that effective 
June 1 the Boston and the Old Colony 
will be represented for the State of 


Louisiana by Henry A. Steckler, Inc., 
general agents, New Orleans, La. The 
change is made on the retirement of 
J. D. Kitchen & Brother, who have 
represented the Boston and the Old 
Colony for the past twenty years. Henry 
A. Steckler, Inc., is a prominent gen- 
eral agency of the state with twenty-five 
years’ experience in the field. 





EDWARD E. NUTTLE DIES 

Edward Everett Nuttle, 78, banker, re- 
tired merchant and fire insurance agent 
of Federalsburg, Md., and former mem- 
ber of the board of education of Caro- 
line County, died in Emergency Hos- 
pital, Easton, last week. Mr. Nuttle 
began his business career as a merchant 
in his native village, Andersontown, 
near Denton. Later, he became a lead- 
ing merchant of Federalsburg. When 
he retired from the mercantile business, 
he devoted his attention to insurance 
and to the management of his farms. 


NEIL H. KELLER DIES 





Neil H. Keller, prominent Buffalo, 
N. Y., -imsurance man, died suddenly 
May 22. He was 65 years old. Mr. 


Keller, long identified with the firm of 
Albert Dodge, Inc., suffered a heart at- 
tack after he entered the insurance brok- 
erage offices of Harry P. Brainard, Inc., 
in Ellicott Square. A native of Buffalo, 
Mr. Keller had long been active in 
Shrine circles. 


FIREMAN’S FUND 
FIRE FRANKLIN 


EXPERIENCE 
CO-OPERATION 


O’GORMAN & YOUNG, Inc. 
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NEWARK, N. J. 


New York Brokerage Office 


110 William Street 
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Chartered in New York State 


J. & H. Strauss, Inc., New York City, 
has been chartered at Albany ‘with capi- 
tal of 200 shares non par value stock 
to engage in the general insurance busj- 
ness. Emily Ehrens, Saimuel Kolatch, 
Rose Levitch, New York City, are di- 
rectors and subscribers. 

Frank E. Wigg, Inc., White Plains, 
has been chartered by the secretary of 
state with capital of 100 shares non par 
value stock to engage in the general in- 
surance business. George Ahrens, Brook- 
lyn; Gertrude Herschler, Sunnyside; 
Anna Loures, Belle Harbor, are directors 
and subscribers. 

Inter-County Agency, Inc., New York 
City, has been incorporated at Albany 
with capital of 100 shares non par value 
stock to engage in the general insurance 
business. Vincent W. Farley, John Lash- 
New York City; John J. Gibson, 
Jr., West Islip, are the directors. Robert 


E. Hugh, William B. Hurd, Long Island 
City; Henry M. Noe, New York City, 
are subscribers. 

Herbert Le Roy Rice Agency, Inc, 


New York City, has been chartered at 
Albany with stated capital of 100 shares 
non par value stock to eneage in the 
general insurance business. Milton Cash, 
Solomon J. Dworkis, David P. Alter- 
baum, New York City, are directors and 
subscribers. 


CHICAGO AGENTS’ DIRECTORS 


The Chicago Association of Insurance 
Agents has elected eight new directors. 
They are L. W. Zonsius of Conklin, 
Price & Webb; Benjamin Zweig of 
Waidner, Power, Zweig & Lasch; Har- 
old M. O’Brien of the O’Brien Insurance 
Agency and John A. Naghten of John 
Naghten & Co. to Pig vacancies expiring 
now, and Lyman M. Drake of Critchell, 
Miller, Whitney . Jarbour; Allan I. 
Wolff of Associated Agencies; FE. I 
Miller of A. F. Shaw & Co. and George 
R. Bowman of R. A. Napier & Co. to 
serve until next January. 


C. C. CHAPIN, JR., DIES 
C. C. Chapin, 
years with the 


Jr., associated for many 
Chapin and Hume local 
agency of Richmond, Va., died at a hos- 
pital in that city recently following a 
brief illness. He was a nephew of the 
late W. E. Chapin, long Southern man- 
ager at Atlanta for the Fire Association 
group of companies. His widow and sey- 
eral children survive. During the World 
war, he served as an officer of infantry 
overseas with the American forces. 


TO ADDRESS RETAIL MERCHANTS 


Oscar H. West, manager for the Vir- 
ginia Association of Insurance Agents, 
is scheduled to deliver an address before 
the Retail Merchants Association of 
Virginia at their annual convention to be 
held at Waynesboro, Va., June 24-25. 
He expects to discuss some of the high- 
lights of the last session of the General 
Assembly of Virginia bearing on the 
cooperation of Virginia stock agents 
with retail merchants in securing passage 
of legislation restricting the activities 
of cooperatives. All the major objec- 
tives in the program were attained in 
securing adoption of amendments to Sen- 
ate Bill No. 98, the “Co-ops” own bill. 


TEXAS AGENTS’ ASS’N ELECTS 

3en A. Calhoun of Houston’ was 
elected president of the ‘Texas Associa- 
tion of Insurance Agents and Erie C: 
Gambrell of Dallas was elected vice- 
president at the forty-third annual con- 
vention last week at Houston. Drex G. 
Foreman of Fort Worth was re-elected 
secretary-treasurer for the sixteenth 
consecutive year. In addition to the of- 
ficers the directors are Gordon Kenley 
of San Angelo, Josh R. Morriss of Tex- 
arkana, Tom S. Gillis of Fort Worth, 
Henry Thomson of rag Willard 

3rown of Corpus Christi, D: Molley 
of Jacksonville and the Grid te pasts 
president, Frank C. Gittinger of San 
Antonio. 
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Gov’t Seeks Greater 
Safety for Motorboats 


INSURANCE IS COOPERATING 


“Self-Inspection” Forms Sent to Owners 
of All Boats by Department 
of Commerce 

The Bureau of Marine Inspection and 
Navigation of the Department of Com- 
merce is sending safety questionnaires 
to motorboat owners all over the United 
States to encourage safe practices in 
boat handling in the coming season. The 
forms were prepared in collaboration 
with representatives of the National As- 
sociation of Engine and Boat Manufac- 
turers, Underwriters Laboratories, Inc., 
the American Power Boat Association, 
Bureau of Fire Prevention, and Chubb 
& Son. 

Although use of the “self-inspection” 
form is strictly voluntarv, Commander 
R. S. Field, director of the Bureau of 
Marine Inspection, expresses in a note 
accompanying it the hope that every 
owner will ask himself the questions 
each year. 

“The questions are so worded that a 
negative answer will indicate an unsatis- 
factory condition,” Commander Field 
said. “Inspect your boat and its equip- 
ment, and remedy any unsafe condition 
at once. Avoid the needless accident; 
an unsound motorboat and one that is 
improperly equipped is a menace to life 
and property.” 

The form lists six important headings 
in observing normal safety rules. They 
are the hull; fuel tanks, piping, etc.; 
the engine and accessories; the electric 
system; ventilation, and equipment. 

Among the questions are the follow- 
ing: “Are filling pipes and sounding holes 
arranged so that vapors, or possible over- 
flow when filling, will not enter the in- 
side of the boat? Are all carburetors 
fitted with back-fire flame arresters? 
Are electric storage batteries located in 
a well-ventilated space? Is equipment 
required by law sufficient in quality and 
in accordance with applicable rules is- 
sued by the Department of Commerce ?” 








Liberty Fire to Reinsure 
Business With Newark Fire 


Directors and stockholders of the Lib- 
erty Fire of Louisville, Ky., have de- 
cided to liquidate the company and re- 
insure outstanding liability with the 
Newark Fire of the Royal-Liverpool 
Groups. The Newark will write renew- 
als in the newly formed Liberty Fire 
Underwriters. 

The recently formed Liberty Insur- 
ance Agency, incorporated last week bv 
Adolph Reutlinger and associates, will 
continue the agency business of the 
Liberty Fire. 


J. H. DOYLE’S SISTER DIES 
Miss Margaret Alice Doyle, sister of 
J. H. Doyle, general counsel of the Na- 
tional Board of Fire Underwriters, died 
at Chicago Monday night. She had been 
ill for some time. 





SON BORN TO G. H. HACKE 
Mr. and Mrs. George H. Hacke of 
Pittsburgh announce the birth of a son, 
}ruce Wayne, on May 22. The father is 
president of the W. Dawson Co. and 


was recently elected a directo~ of the 
Pittsburgh Association of Insurance 
Agents. 


Executive Vice-President 


Of New York Agents Ass’n 





WALLACE 


The new executive vice-president of 
the New York State Association of 
Local Agents, A. Wallace of Goshen, 
was elected at the recent annual con- 
vention of the organization at Syracuse. 
He is associated with his father in the 
agency of A. V-D. Wallace and Augus- 
tus C. Wallace and has been in insur- 
ance since 1913. For years he has been 
one of the leading citizens of his com- 
munity. Born in Goshen in 1890 he was 
graduated from the local high school in 
1909 and from Williams College four 
years later. 

During the World War Mr. Wallace 
served twenty-eight months in the army 
and was fourteen months in France. He 
was wounded in action in the Argonne 
forest. In addition to his work for years 
with the state local agents’ organization 
Mr. Wallace is past-master of Goshen 
Lodge F. & A. M., past-president of the 
Goshen Rotary Club, past commander of 
the local American Legion Post, past 
president of the Orange County Asso- 
ciation of Local Agents, of the Goshen 
3oard of Trade and of the Y.M.C.A. of 
Orange County, president of Goshen 
Library and of the Orange County 
Realty Board and an elder of the Pres- 
byterian Church. Mr. Wallace also holds 
the rank of major in the U. S. Army 
Reserve. 





Vandalism Insurance 
(Continued from Page 1) 


acts of the agent of any government, 
party, or faction engaged in war, hos- 
tilities or other warlike operations, pro- 
viding such agent is acting secretly and 
not in connection with any operations 
of military or naval armed forces in 
the country where the described prop- 
erty is situated.” 

30th vandalism forms cover merely 
the physical loss due to the perils in- 
sured against. No liability is assumed 
for depreciation, delay, deterioration, loss 
of market or any other consequential 
or indirect loss of any kind. This means 
that no liability is assumed for inter- 
ference with normal operations, shoddy 





Eagle Fire Insurance Company 
(New Jersey) 


Treaty 
18 Washington Place 
Newark. New Jersey 





FIRE RE-INSURANCE 


Baltica Insurance Co. Ltd. 
(Denmark) 
U. S. Branch 


Facultative 
90 John St.. New York City 
Pacific Reinsurance Bureau, Ltd. 
114 Sansome Street. 
San Francisco. California 








Profit ‘Through Agency Progress 
Lorren W. Garlichs Tells Producers 


Every producer should progress in the 
service he gives his assureds and pros- 
pects, to a point sufficient to justify a 
profit for himself, said Lorren W. Gar- 
lichs of St. Joseph, Mo., member of the 
executive committee of the National 
Association of Insurance Agents, when 
addressing the Oklahoma Association at 
Enid last Friday. Said Mr. Garlichs: 

“We have been advocating that each 
business is entitled to a profit in order 
to progress but now let us look at our- 
selves and investigate whether we are 
giving a service which entitles us to 
such a profit. There is no doubt that 
many agents today are earning their 
commissions because they work hard at 
giving their assureds real assistance in 
their insurance problems, but it is also 
true that there are many persons who 
are licensed as agents who are not en- 
titled to a place in the American Agency 
System. 

“Therefore one of our great tasks to- 
day is to try to make every insurance 
agent in the business worthy of receiv- 
ing his middleman’s reward. The chief 
reason why any insurance buyer might 
want to eliminate our profit is because 
he cannot see where we deserve it. So 
it is absolutely necessary for us to prove 
to the public that we are prepared to 
earn it, the same as the retail or whole- 
sale merchant earns his. 

“The first requirement, in my opinion, 
is a pronounced need for more educa- 
tion. Many of those agents who fall 
into the class of order takers instead 
of salesmen do not keep well enough 
informed on the many changes occurring 
in our business. There are two general 
ways to get this education; one is to 
burn the midnight oil and study not only 





workmanship, use of wrong materials 
and similar acts of sabotage. 

However, use and occupancy or any 
of the usual forms of consequential 
but again only resulting from 
physical loss due to insured perils, may 
be assumed. 

Rates for the warlike, or broad form, 
vandalism insurance are 20% over ordi- 
nary vandalism rates on so-called ordi- 
nary risks, but a flat increase of 25 and 
£0 cents is charged, with 50% coinsur- 
ance, on target risks, those pronerties 
most likely to attract the attention of 
foreign agents. The 50 cent rate ap- 
plies to aircraft factories, munitions 
plants, chemical and drug risks, ship- 
vards, etc. The 25 cent rate is applic 
able to classes not so hazardous, such 
as automobile plants, bridges, power 


losses, 


plants, grain elevators, railroad proper- 
ties, sugar 
changes, 


like. 


refineries, 
tunnels, 


telephone ex- 
waterworks and _ the 


A PROGRESSIVE COMPANY FOR PROGRESSIVE AGENTS 


ND ALLIED LINES—AUTOMOBILE—INLAND MARINE 


CHICAGO 


the new types of coverages, forms and 
rules which are coming cut every week, 
but also to read your American Agency 
Bulletin and other insurance magazines 
carefully. In this way you will be tak- 
ing advantage of the oppoctunity§ to 
study selling methods and other matters 
outlined in these magazines all of which 
will help you to improve your own sales 
technique.” 


NEW WATCHMAN’S HANDBOOK 
A.D.T. Publishes Manual of Information 
To Aid in Fire and Burglary Pro- 
tection; Booklet in Demand 


A new manual of instructions and 


useful information for watchmen, plant 
superintendents and others whose duties 
include protection against fire and bur 
glary has just been compiled by Ameri- 


can District Telegraph Co. under the 
supervision of J. L. Husman, vice-presi- 
dent of the company. Recognizing the 
great responsibility which the watch- 
man's job carries, A.D.T. has dedicated 
its booklet to the beneficial cause of 
helping watchmen to do a good job, so 
that they may _ protect themselves 
against accidents and guard against 
many dangers than can arise during 
their lonely vigils. Thousands of copies 
of the handbook, covering more than 6 
pages, have already been sent out com- 
plimentary. 

Indicative of the interest in The 
Watchman’s Handbook is its endorse- 
ment by the Eastern Underwriters In- 
spection Bureau, which has sent it to its 
field engineers in the East; also the re- 
quests received from state insurance d 
partments, universities with fire prevet 
tion courses, inspection bureaus, under 
writers associations and insurance com 
panies which may receive, if desired, 
quantity copies for field distribution 
A.D.T. Vice-President Husman is han- 
dling this distribution from 155 Sixtl 
Avenue, New York headquarters, 


SPECIAL AGENT FOR AMERICAN 

Howard W. Kast, IJr.. has been ap 
pointed special agent of the American 
of Newark for the Long Island territer 
it was announced Wednesday by Euget 
C, Richard, manager of the metropoli- 
tan and suburban departments Mr 
Kast, whose headquarters will be at 90 
John Street, New York, succeeds War- 
ren E. Buell, who recently was annointed 
assistant manager of the metropolitan 
and suburban departments. Starting witl 
the Insurance Co. of North America in 
its home office in Philadelphia thirteen 
vears ago, Mr. Kast has had both home 
office and field experience 
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TRIBUTE TO CREDIT WORK 


Don Campbell of Chicago Commends 
Insurance Men Who Have Cooperated 
in Public Relations Work 

Twenty-nine outstanding insurance 
company, association and agency execu 
tives have given signal and effective sup 
port to the insurance-credit public rela- 
tions work in the past passat 0 year, 
said Don Campbell, chairman of the in- 
group of the National Associa 
tion of Credit Men, when speaking be- 
fore the annual meeting at Toronto re 
cently Mr, Campbell is credit manager 
of the America Fore Group at Chicago 
“This work has been national in 
and has met with decided interest on 
the part of credit executives in all the 
commercial centers of the United 


surance 


scope 


major 
States. 
“Four important points have been 
stressed by these speakers; namely, the 
credit executive’s interest in his cus- 


tomer’s insurance protection as the back- 
low of insurance extension; the credit 
executive's analysis of his own firm’s in- 
surance schedule; new credit forms that 
have been devised to aid the credit man 
in making credit appraisals, and new 
forms and rules of interest to credit men 
in the dual capacity of credit grantors 
and insurance buyers.” 

Mr. Campbell paid tribute to the efforts of 
! Alfred Fleming, National fJoard of Fire 


Underwriters; Laurence E. Falls, American In 


nrance Co.: W. O. Wilson, of Richmond, Va.; 


G. C. Klippel, Van Camp Hardware & Tron Co.; 
I 1). Lawson, Fireman's Fund; Charles HH, 
loon, of Buffalo. N.Y Ed. King, Hooper 
Holmes Bureau; Wm. H. Menn, National Asso 
ciation Insurance Agents: E BR Moran, Na 
tional Association of Credit Men: W. O. Hilde 
brand Michigan Association of Insurance 
Agent Clyde ‘I Bowers, United States Fidel 
ity & a ml inty; Wm. H. Whitney, New Jersey 
ion of Credit Men; Charles A. Reid, 

WwW ines M. Reid & Co 
Frank B. Heller, Newark; H. W. Taylor, 
American Insurance Co.: W Cc Daniels, 
America Fore, Chicago; R. J. Mayle, Pacific 
National Fire; Herman P. Winter, America 
Fore; Fred W. Doremus, American of Newark; 
Welton, Massachusetts Bonding; War- 


spencer 
er C. Wilson, Underwriters 
Pardew, Pittsburgh 
Agents; Herman J. Haas, 


Cincinnati Life 
Andrew W. 


Association 
Association Insurz ance 


Haas & Dodd Co.; T. K. Pfafflin, Home of 
New York: C. D. Starr, Seattle: Herbert 
Fairell, local agent Denver; Walter A. Be ll, 
America Fore, Pittsburgh; F. S. Dauwalter, 
‘ational Board of Fire Underwriters; John A. 
North, Phoenix of Hartford. 


ALES of the ROAD. 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 


are 3/ 
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He has a slovan “If you want to see 


longer, see Shorter.” Quite clever and 
a wood advertisement. 
4 + + 
A Collection of Clocks 
The proprictor of the Mitchell Inn, 


Mr. Mitchell, has had the hobby of col 
lecting old clocks and has a valuable and 
interesting exhibit in the dining room 
It is interesting to listen to reactions of 
guests who come in. One party who did 


not know what it all meant said: “Well, 
it is easy to know what time it is here” 
then later when he discovered that the 
clocks were not kept going to tell the 
time, but were treasured antiques, he 
ecemed to lose interest. 

Another party took great interest in a 
“hickery-dickery dock the mouse ran up 
the clock” instrument with a mouse tray 
cling up the clongated face. Incidentally 


| asked Mr. Mitchell, who had 
in his eye, after the party 
was puzzled about not keeping the clocks 
voing, whether it wouldn’t be a job to 
keep about two hundred clocks going on 
standard time and then have to change 
to daylight saving time in addition 


a twinkle 
mentioned 


SOLE OWNERSHIP 


Company Having Knowledes of State of 
Title; Cannot Change Attitude After 
Settling With Mortgagee 

A father 


a mortgage 


and his four sons executed 
on two tracts of land, one of 


which belonged to the father and the 
other him and his sons jointly. One 
of the sons erected a house on the lat- 


ter tract. The mortgage 
mortgagors to keep the property in- 
sured against fire. The mortgagee took 
out and retained a policy in name of the 


required the 


father, who paid the premium. The 
house was destroyed by fire. The father 
sued the insurance company on the 
policy. 


The Kentucky Court of Appeals held, 
Royal Exchange Assurance of London v. 
Thomas, 276 Ky. 463, 124 S. W. 2d. 469, 
that it developed in the proof that the 
insurance company had paid to the mort- 
gavee $1,615 during the pendency of the 
action in satisfaction of the loss under 
the policy, 

Unquestionably the interest of the 
father (the plaintiff) in the property was 
other than sole and unconditional own- 
ership. “However, with full knowledge 
of all the facts concerning the state of 
the title appellant (the insurance com- 
pany) made settlement with the mort- 
wagee, thus recognizing to the extent of 
the indebtedness at least its liability 
under the policy which was given as 
security for the indebtedness, and it is 
not in position to now assume a differ- 
ent attitude. Its payment and satisfac- 
tion of the mortgage indebtedness in 
such circumstances . inured to the 
benefit of the makers of the bonds and 
mortgage and fully relieved them of any 
further liability thereon.” Plaintiff was 
held entitled to have the bonds can- 
celled and the mortgage released. 


MICHIGAN LOSS RATIO 45% 

Michigan’s fire loss ratio for 1939 will 
he approximately 45.39%, according to a 
preliminary compilation by L. N. Moore 
of the Department’s statistical staff. The 
ratio represents an increase of ap- 
proximately 5% over the all-time low 
recorded for 1938, that figure having 
been 40.32%. The 1939 general ratio, 


loss 


INDEPENDENT ADJUSTERS MEET 


Revise Constitution to Avoid Lay Ad- 
juster Difficulties; Graham Sees 
Aviation Field Opening 
The National Association of Indepen 
dent Insurance Adjusters in its fourth 
annual convention at Chicago last weck 
undertook to adopt a revised constitution 
that precludes all possibility of confusion 
as 4. status of its members in the lay 
adjuster matter. The revised code de- 
clares that to be eligib le for member- 
hip in the association, “Applicant must 
not be engaged in the practice of law, or 
be —, or be affiliated with a law firm 
enyaged in practice of law, or be an in- 
dividual caacsickan attorney, or officer 

with either.” 

The new code also declares for inde- 
pendence of its membership from con- 
nection with insurance production, It 
reads: “The applicant (for membership) 
must not be employed by a general agen- 
cy, local agency, practicing attorney or 
maintain offices with anyone engaged in 
the production of insurance business or 
a practicing attorney or be under the 
upervision or control directly or indi- 
rectly of a general or local agency or an 
insurance company or practicing at- 
torney. Nor shall any general agency, 
local agency, insurance company, practic- 
ing attorney, finance company or self- 
ssured, or employes or associates of 
cither have any financial interest or con- 
trol directly or indirectly over the ap- 
plicant’s business 

The revised constitution was prepared 
by a special committee headed by Presi- 
dent-elect L. A. Horton, Oklahoma City, 
with the executive committee constitut- 
ing its membership. 

‘Aviation,” said James R. Graham, 
manager of the Chicago offices of the 
United States Aviation Underwriters, “is 
opening up new fields for adjusters.” He 


aid they should acquaint themselves 
with aviation technicalities so as to be 
able to handle such business when called 
on. 

Horton Elected President 

L. A. Horton of the Horton Claims 
Service of Oklahoma City was elected 
president of the National Association of 


Independent Insurance Adjusters at the 
annual meeting last week in Chicago. 
William H. Moore of Wichita, Kan., was 
re-elected secretary-treasurer. 
Vice-presidents were elected as fol- 
lows: Ross Whitney of Whitney & 
Miller, Chicago; C. A. Moore, Associated 
Adjustment Bureau, Springfield, IIL; 
James C. Greene, Raleigh, N. C., and 
C. E. Dewitt, Dallas, Tex. Named to 
the executive committee were J. C. 
Ryan, Utica, N. Bei J. N. Curley, Phila- 
delphia; Julian Calhoun, Spartansburg, 
S.C. ¥. &: Temesee Los Angeles, and 
Lloyd Caldwell, San Antonio, Tex. 


FIREWORKS RULES IN MD. 

Strict regulations dealing with fire- 
works and explosives have been pre- 
pared by Maryland Insurance Commis- 
sioner John B. Gontrum for promulga- 
tion. The set of regulations is one of 
a series to bring about greater safety on 
which the commissioner, who is also 
lire Marshal of the state, has been work- 
ing for several months. They deal with 
the sale, offering for sale and use of 
fireworks and explosives, except under 
special permit issued by the State In- 
surance De partment. 


FORM MORTGAGE LOAN CORP. 


Cravens, Dargan & Company, Houston, 
Texas, insurance managers, have an- 
nounced the formation of a mortgage 
loan corporation under the management 
of Elmo Corbell to make loans under the 
Federal Housing Administration in order 
to help local agents retain control of in- 
surance on new construction. A mort- 
gage loan department has been installed 
by Cravens, Dargan in connection with 
the new corporation, named the Gulf 
Coast Investment Corp. 





however, is the third lowest in the past 


decade, having been exceeded only by 
1938 and by 1934 when the figure was 
43%. 
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BEST’S FIRE-MARINE REPORTS 


1940 Edition Just Off Press; Contains 
Wealth of Valuable Information on 
Operations of All Companies 


The Alfred sest Co. of Ney York 
issued the 1940 edition of Best's 
lire and Marine 
This is the 
It presents an 


has just 
Insurance Reports. 
forty-first annual edition. 
study bac ked 
by comments of the financial status and 
operating results of all stock, mutual, 
reciprocal, inter-insurance exchanges and 
Lloyd’s fire insurance companies. It 
contains data reflecting the financial re- 
sponsibility, general reliability and char- 
acteristics of all these companies and 
vives complete individual reports and our 
opinion on each of the 650 insurance 
institutions. There are specific sections 
for each of the important items dealing 
with financial data, investments, under- 
writing, management and operating re- 
sults. 

The five-year operating exhibit shows 
the progress of each company and gives 
the return on investments, change in in- 
vestment policy, trend of underwriting, 
ete Best's Fire and Marine Reports 
also shows comparative statement of as- 
sets and liabilities as of 1938 and 1939 
and each report goes into detail on the 
spread of liability, details of reinsurance 
arrangements, states in which the com- 
pany is most active and other valuable 
data, 

Comments cover the investment and 
underwriting procedure and trend of re- 
sults, together with summary opinion, 
policyholders’ and financial ratings. Data 
of veneral interest included in this work 
contains the listing of membership in 
regulatory underwriting bodies, kinds of 
insurance written, territory, dividend 
record, officers, directors, departmental 
officers and general agents. Also manv 


analytical 


interesting tables such as the table of 
extracts, taken from the financial state- 
ments of more than 2,600 foreign and 


local, state and county mutual insurance 
organizations. 


DON CAMPBELL RE-ELECTED 


Again Heads Senuenses Division of 
Credit Men’s Ass'n; Falls Speaks 
on “Fact Finder” 


Don Campbell of the Continental, Chi- 


cago, was re-clected chairman of the 
insurance division of the National Asso- 
ciation of Credit Men which held its 


annual congress in Toronto. The election 
of officers saw a new secretary appointed 
to succeed G. H. McClure who was ad- 
vanced to the position of vice-chairman. 
The new secretary is FE. B. Moran, of 
the National Association of Credit Men, 
Chicago. Vice-chairmen elected include 
G. H. McClure, Lumbermans Mutual 
( ‘asualty, Chicago; T. Alfred Fleming, 
National Board of Fire Underwriters, 
New York; J. Dillard Hall, United States 
Fidelity & Guaranty, Baltimore; Am- 
brose B. Kelly, American Mutual Alli- 
ance, Chicago; and H. J. Lowry, Mich- 
igan Mutual Liability, Detroit. 

Extending welcome on behalf of the 
Canadian insurance business were On- 
tario Fire Marshal W. J. Scott and 
Ontario Superintendent of Insurance 
Hartley D. McNairn. 

Laurence FE. Falls, vice-president of the 
American, Newark, stressed the immort- 
ance of the “fact finder” plan as it was 
presented to the convention. He stated 
that he was all for the “fact finder” plan 
as outlined to the convention on an ear- 
lier date. He said that he was entirely 
in agreement that every insurance agent 
in the United States and Canada must 
be familiar with this program and when 
he is named by a credit applicant, and a 
credit man calls upon this agent for an 
analysis of the insurance needs of that 
customer, the insurance agent must make 
the analysis promptly and accurately. 

Mr. Falls also stressed that insvrance 
agents must be advised that the purpose 
of such analysis is not primarily the in- 
crease of insurance carried by the cus- 
tomer of a credit firm; it is a plan to 
determine that the credit applicant main- 
tains insurance adequate to his needs. 
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Honor Memory of Douglas F. Cox 
At Large Gathering in New York 


Splendid tributes were paid to the 
memory of Douglas F. Cox, late presi- 
dent of Appleton & Cox, Inc., of New 
York, by a large group of his associates 
in the marine insurance field who gath- 
ered last Friday at 85 John Street. Mr. 
Cox was one of the most beloved mem- 
bers of the marine branch of insurance 
and his passing removes one of the fine 
characters of the business. Samuel D. 
McComb, manager of the Marine O ce 
of America and president of the Board 
of Underwriters of New York, presided. 
Hendon Chubb, head of Chubb & Son 
and chairman of a committee appointed 
to draft a memorial, presented the reso- 
lution and likewise spoke feelingly of 
his admiration for Mr. Cox. 

William D. Winter, president of the 
American Institute of Marine Under- 
writers and president of the Atlantic 
Mutual, seconded the motion and also 
told of the high personal and business 
qualities of Mr. Cox. The memorial 
resolution, adopted unanimously, follows 

Text of Memorial 

“In the death of Douglas F. Cox each 
organization here represented and the 
marine insurance community has lost one 
of its most respected and admired mem- 
bers. 

His unselfish and devoted work for 


the benefit of all, his kindly courtesy 
and the high ideals he so strikingly em- 
bodied, endeared him to his associates of 
all ages. 

“As a tribute to his memory we here- 
by record our deep appreciation of the 
contribution made by him to the main- 
tenance of the highest standards of busi- 
ness conduct and our sincere regret and 
sorrow at the passing of one held in 
admiration, respect and affectionate re- 
vard by all. Be it 

“Resolved that a copy of this me- 
morial be entered on the minutes of 
each organization and that a copy be 
sent to his family.” 

The meeting had been called by the 
American Institute of Morine Under- 
writers, the Association of Marine Un- 
derwriters of the United States, the 
American Marine Insurance Syndicates, 
the Atlantic Inland Association, the 
Joint Committee on Interpretation 
and Complaint, the Inland Marine Un- 
derwriters Association and the Board 
of Underwriters of New York. They 
were represented by about 150 directors, 
executives and members. In addition 
prominent marine insurance brokerage 
houses were represented and about 100 
members of the staff of Appleton & Cox, 
Inc., were present. 





MILLERS NATIONAL TO MOVE 


Leases Space in Seed wh of Trade Building 
at Chicago; Will Be Home Office 
Also of Illinois Fire 

Approximately 20,000 square feet of 
office space on the second floor of the 
Board of Trade Building in Chicago 
has been leased by the Millers National 
and the Hlinois Fire of Chicago, for 
home office quarters to be occupied on 
or before August 1. Executive offices 
fronting for 94 feet on Jackson Boule- 
vard at the head of LaSalle Street will 
afford an open view down the heart of 
Chicago’s financial district. Offices will 
run the entire LaSalle Street frontage 
of 220 feet, the entire south frontage of 
170 feet, and for 105 feet on Sherman 
Street, giving the entire space exposure 
to all four sides of the building. 

Interior construction starts immediate- 
ly and the complete layout is being en- 
gineered for ef ciency and modernity 
such as acoustical ceilings, rubber tile 
floors, modern lighting and ventilating 
system throughout. In the completed 
layout the main reception room will be 
reached from a prominent direct strect 
entrance at 137 W. Jackson, and the 
Cook County brokerage and agency de- 
partment handling Cook County business 
is accessible by both stairway and ele- 
vators from the main lobby as well as 
the direct entrance from the street. 

Millers National home office has been 
located at 175 W. Jackson for the past 
twenty-eight years. 


MANAGER FOR THE COMMERCE 

The Commerce Insurance Co. announ- 
ces the appointment of H. L. Barr as 
manager in charge of its Indianapolis 
service office at 41 North Pennsylvania 
Street. Mr. Barr counts twenty-nine 
vears of experience in the insurance 
business. In 1925 he was elected to the 
presidency of the Insurance Federation 
of the State of Indiana and that same 
year was honored by being awarded the 
Chandler Cup in recognition of his out- 
standing contributions to the betterment 
of the life, casualty and fire insurance. 
He will have jurisdiction over the entire 
state for the Commerce. 








N. J. SPECIALS’ OUTING JUNE 7 
_The New Jersey Special Agents’ Asso- 
ciation will hold its annual outing on 
Friday, June 7, at the Cedar Ridge 
Country Club, Livingston, N. J. The 
day’s program calls for golf and horse- 
shoes, with dinner and election of offi- 
cers in the evening. 


BUGLI ON DEFENSE PROGRAM 


Says Capital Stock Fire Insurance Is 
Fighting Three Basic Ideas Hos- 
tile to the Business 
A well-coordinated “preparedness and 
defense” program is just as important 
to an industry as it is to a nation, Ralph 
W. Bueli, advertising manager of the 
London Assurance Group, told delegates 
attending the annual meeting of Georgia 
local agents at Tybee Island May 24. 
Mr. Bugli helped keynote the conven- 
tion with a brief talk on “Public Rela- 
tions—A Defense Program for Capital 

Stock Insurance.” 

“We are living in an age of insecurity 
when, for the first time, we must be 
prepared to defend institutions which 
once seemed completely stable and im- 
pregnable to attack,” Mr. Bugli declared. 
“The capital stock insurance industry is 
fighting three basic ideas right now, 
ideas against which we must success- 
fully defend ourselves if we hope to see 
our industry continue in its present 
form. First, we are fighting the idea 
that it is impossible for a local agent 
to justify the middleman’s commission 


Court Rules That “Theft”? Must 


Show Intent to Keep Permanently 


In an action on an automobile theft 
policy, the New York Supreme Court, 
Trial Term, Sullivan County, held, Merl 
v. Standard of New York, 17 N. Y. S. 
2d 709, that the parties 
by the use of the word “theft” 
intended the policy to cover damage 
from upset or collision only in the event 


to the policy, 
therein, 


such damage resulted from the taking 
of the automobile by someone with the 
felonious intent to appropriate it per- 
manently and wholly and granted de- 
fendant’s motion to dismiss the com- 
plaint. 

The court followed Van Vechten v. 
American Eagle Fire, 239 N. Y. 303, 146 
N. E. 432, 38 A. L. R. 1115, in its hold- 
ing that the use of the word “theft” by 
the parties to the policy thereunder con- 
sideration did not contemplate the mere 
technical larceny provided by the innova- 
tion of Penal Law, Section 1293-a, but it 
meant theft with intent permanently to 
appropriate the car as that word had 
long and commonly been understood 
prior to the enactment of the statute. 

The Van Vechten case, the court 
pointed out, was decided in January, 
1925. The penal law statute, as it was 
then construed, was fifteen years old, 
and followed a similar statute enacted 
in 1909. The statute is therefore almost 
as old as the general use of motor 
vehicles. As last amended in 1928 it is 





which he receives. Next, we are fight- 
ing the theory that government control 
of all phases of insurance might be a 
good thing for the public. Finally, we 
are fighting the insidious, corrupting 
idea that the public interest is satisfac- 
torily served when insurance is pur- 
chased on a basis of favoritism rather 
than real service. 

“A sound public relations program, 
with increased service to the public as 
its nucleus, can protect our industry 
against this three-headed attack, but we 
should not allow smugness or self-com- 
placency to permit us costly delay in 
setting up this program. 

“We must be scrupulously honest in 
analyzing existing conditions in our in- 
dustry. If our service, for instance, is 
not the equal of that furnished by those 
who oppose us, it will do us no good to 
gloss over our inabilities. Realism in ap- 
praising the calibre of material and per- 
sonnel is one of the cardinal rules in all 
combat and failure to be realistic may 
contribute to our eventual defeat; the 
enemy will never overlook our weak 
spots.” 





Sees Vast Amount of Unwritten 
Business in Inland Marine Field 


John H. McKinney, assistant manager 
of the Atlantic marine department at 
New York of the Fireman’s Fund, gave 
some pointers on selling inland marine 
insurance to agents attending the an- 
nual meeting of the Texas Association 
at Houston recently. 

“There is waiting for all of us a vast 
volume of unwritten business,” said Mr. 
McKinney. “Inland marine found at 
least a large part of that $30,000,000 in- 
crease from 1921 to 1939 by working up 
new coverages which assured liked well 
enough to buy, and I believe that it is 
growing faster now; that it is gaining 
momentum. 

“It isn’t necessary to dig out some 
fancy protection with a lot of frills, for 
the possibilities on the oldest form are 
far from exhausted. A fairly recent sur- 
vey of about 1,000 wholesalers and man- 
ufacturers showed that over 90% of them 
were shipping by motor truck but only 


16% of that 900 carried transportation 
floaters insuring their shipments, and 
only 12% carried insurance on their ship- 
ments by railroad. There is the record 
on a form which has been solicited and 
written since 1900 and yet, if it is any 
indication of possibilities, none of us 
need look for for prospects. 

“Millions of dollars worth of mer- 
chandise is being sold on the installment 
plan every year. Insuring that property 
alone would bring a handsome increase 
in total premium income to all of. us. 
Inland underwriters have broad forms 
and simplified methods for handling this 
class, and handling them puts you, as 
agents, in touch with countless buyers 
of insurance. : 

“Inland has one shortcoming. You've 
got to get out and sell it. It won't 
come to you unless one of your clients 
has a loss he can’t collect from a car- 

(Continued on Page 24) 


substantially the same as when origin- 
ally enacted. The court continued: 

“The fifteen years that have elapsed 
since the Van Vechten decision have 
witnessed no indication that there has 
been worked by the statute any change 
in common understanding or thought of 
the definition of theft, any more than 
such a change had been worked in the 
preceding sixteen years. Theft is still, 
as it was in 1925 and before the enact- 
ment of the statute, regarded as an ap 
propriation of property with intent per- 
manently and feloniously to appropriate 
it—an automobile as well as any other 
chattel. Prosecutions under the statute 
have been rare, and it must be said, | 
think, that the statute has not yet been 
integrated into the usual and common 
concept of theft. I think it must be 
said in 1940 of this policy of insurance, 
as it was said as a matter of law in the 
Van Vechten case in 1925 (239 N. Y. 
page 307, 146 N. E. page 433, 38 A. L 
R. 1115) that ‘theft under this contract 
is theft as common thought and com- 
mon speech would now image and de- 
scribe it.’ 

“For the purpose of this motion the 
aspect of the proof most favorable to 
plaintiff must be accepted. But this does 
not disclose an intent permanently to 
appropriate the vehicle. The most that 
is shown is use without permission. This 
is not what the parties meant by ‘theft’ 
in their contract.” 


“CHISELERS” TOURNAMENT 
Low Gross Won by Stocker and Low 
Net by Hughes; Spaulding 
Gets Kickers Prize 
About seventy-five members of “The 
Chiselers” enjoyed the early Spring 
tournament held Thursday, May 23, at 
the Suburban Golf Club, Elizabeth, N. J. 

The winners were as follows: 

Low gross, won by Howard Stocker, 
Northern Assurance. 

Low net, won by 
America Fore. 

Kickers—Handicap, won by C. T. 
Spaulding, Aetna Casualty. 

The foursome prizes were won as 
follows: George Mack, R. L. Hoer- 
cher, Fred Marsh, Henry Lahr, H. C. 
Blaetz, Lou Mezey, H. Hatcher, H. R 
Jackson, E. Nolan, Thomas McCaffrey, 
C. J. Goodman, Victor Kurbyweit, Art 
Reimer, A. C. Willis, E. B. Werckle, 
T. E. Schramm, W. Keyser, Dick Voigt 

Officers of the club are as follows: 
Herman Kraemer, president; Sam Me- 
horter, vice-president; Stuart Richard- 
son, vice-president; Arthur Vreeland, 
Jr., secretary; Henry Lahr, treasurer. 


Thomas Hughes 


MD. AGENTS MEET JUNE 27-29 

Plans for the fourth semi-annual con 
vention of the Maryland Association of 
Insurance Agents are developing under 
the leadership of the convention com- 
mittee, of which Presley D. Bowen, of 
Baltimore, is chairman. The meeting is 
to be held at Ocean City, Md., on Jun 
27, 28 and 29, and convention headquar- 
ters will be at the Royalton Hotel 
Those in charge of the gathering have 
announced that the entire business pro- 
gram and the addresses, which are to 
be made by prominent members of th 
fraternity, will be built on the general 
theme of “Education.” An announce- 
ment made is to the effect that the toast 
master at the banquet on June 28 will 
be Harold Tschudi, who is former pres 
ident of the Civitan International and 
member of the Baltimore bar. 
AGENTS HEAR S.T T. ‘'SHOTWELL 

Samuel T. Shotwell, secretary of th 
North British & Mercantile in charge ot 
the automobile department, addressed 
members of the Suffolk County Associa 
tion of Local Agents at Port Jefferson 
L. I., last week. He spoke on automo- 
bile insurance developments. 
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Sir Edward Mountain Discusses 
Marine and Fire Results in 1939 


ir Edward M 


< Mountain, chairman 


ind managing director of the Eagle Star, 
in presenting his annual report to the 
company recently, had this to say with 
respect to fire and marine results this 
last year: 

Marine Department 

Our net premium amounts to £426,899, 
against which we have settled for the 
vear 1939 and previous years £174,184. 
The expenses of management, including 
taxes, amount to £64,029. After having 


transferred £25000 to the profit and loss 
account, the marine fund amounts to 
£481,793, representing 112.85% of the pre- 
mium income 

The last few 
lean ones tor 
insurance, especially 
owing to our very 
in this | 


vears have been very 
those engaged in marine 
the vear 1937, but 
conservative policy 
branch of our business we have 
come out on the right side. Especial 
thanks are due to our underwriter. Mr. 
Merriman, and his able assistants, tor 
achieving this result 


We have carried forward a consider- 


able undistributed profit earned in pre- 
vious vears and this year the amount so 
carried forward is larger than it has 
ever been before. It is early days to 
estimate the result of 1939, especially so 
owing to the increase in cost of repairs 
that must occur, and the enhanced risks 
due to the war, but, taking all these 
bad features into account, I look for a 


satisfactory profit. 
Hull Insurance 


end of last Summer it 
settlements on 


Towards the 
became evident, by the 
the 1936 and 1938 accounts, that the 
previous increases were not sufficient 
and the cost of repairs was still on the 
upgrade. Early in September an agree- 
ment was reached whereby all rates had 
to be increased by a minimum of 10% 
When addressing you last year | stated : 


“In my judgment, underwriters will have 
to obtain very much larger increases 
before this section of the business can 


be said to be on a paying basis.” - 
january last this minimum surcharge o 
10% was increased to 25%, partly on 
account of hazards and increased cost 
of repairs previously referred to. Most 
values have increased, with the result 
that hull insurance may be reaching a 
reasonable position 

With the experience gained during 
the World War underwriters will have 
to keep a very watch on the cost 
of repairs and adjust the renewal rates 
according 
Owing to the 
ing the 


close 


competition dur- 
last few years cargo business 
was being accepted at ridiculous rates, 
coupled with very full conditions. Since 
September last the casualties have been 
abnormal, due largely to war trade con- 
ditions, with the result that in January 
last for all business in the combat area 
rates have been surcharged. This ad- 
justment has been agreed by underwrit- 
ers in all the markets of the world. | 
am of the opinion that, in order to 
irances on a paying basis, 
an inerease in the surcharge will be 


acute 


War Risks 


When addressing you last year I re- 
ferred shortly to the arrangements which 
had just whereby the Gov 
ernment would relieve the market of 
the risks of King’s enemies for cargo 
to or from this country It was most 
fortunate for the market that this un 
lertaking becan operative several 
montl before war was declared, be- 


he en made 


cause the market must have been re- 
lieved of a very considerable liability. 
Owing to the new weapons of warfare, 
underwriters will have to aim at a larger 
margin of profit than in 1914-18, in 
order to have a liberal surplus for any 
catastrophe that may arise on 
risks placed in the market. 


losses 


Fire Business 
was £841,682. an 
The incurred loss 


The premium income 
increase of £33,218. 
ratio was 40.70% and commission and 
expense ratio was reduced by 2.07% to 
50.50%, with a profit of £60,842 or 7.22%. 


The stability of our world-wide opera- 
tions is demonstrated by the consistency 
of the year by year results, and again 


| can record a profit from almost every 


field of operations. 

Fire losses year by year have not 
shown large fluctuations, but it is pos- 
sible that increasing costs of materials 
as a result of the war will be reflected 


in larger fire loss figures for 1940. The 
public are advisedly reviewing their in- 
surances to cover these increased costs. 


Inland Marine 
(Continued from Page 23) 


rier, or because the property involved 
was sent somewhere on exhibition, or 
for repair; in such a case he might call 
you up and ask if you can suggest some 
cover to take care of him in the future. 
More likely it will develop that some 
wide-awake competitor got in to see him 
before he had the loss and, through sell- 
ing him an inland policy, gained a foot- 
hold on the entire account. 

“One thing I would like to impress on 
you is that when you get a request from 


one of your assured for insurance which 
you believe to be inland marine, the 
answer, in all probability, is rieht in 


your office. Inland underwriters have 
spent a lot of time drawing up their 
manuals and they are good ones. The 
approach invariably is not just to give 
you rates and forms but also to sug- 
gest how the forms can be applied to 
fit assureds’ needs. 

“We have many requests for informa- 


tion from agents when the full and com- 
plete answers are in any marine manual, 
and a lot of the assureds’ and agents’ 
time would have been saved had the 
agent dusted off anv one of his manuals 
and had peeked inside. 

“Of course you can call on your com- 
pany for help and it is more than pleased 
to give it; the point | am making is 
that it’s easier to look into the manual 
than to write a letter and wait for an 
answer. When you do call on your com- 
pany for help, give them as much ac- 
curate detailed te as you can- 
resist that impulse to describe the prop- 
osition in a ‘once-over-lightly’ way.’ 





Court Holds Insurer Has Right to 
Use Lowest Bid for Repair of Car 


In an action on an automobile col- 
lision policy to recover damages to the 
car resulting from an upset the company 
appealed from a judgment against it for 
$277 on a verdict of a jury. The com- 
pany based its defense on a provision 
of the policy under which “the company 
may, at its option, either renair or re- 
place any part or all of the insured 
property upon which loss is claimed or 
pay to the insured in money the full 
amount of such loss as determined in 
accordance with the provisions of this 
policy, subject, however, to such deduc- 
tion, if any, as may be applicable there- 
to. 

The company contended it had made 
an unqualified election under this pro- 
vision in a letter to the insured written 
nineteen days after the upset following 
the negotiations between the parties 
which lasted for eleven days and ended 
with insured’s refusal to permit the com- 
pany to repair the car because the 
amount of the lowest bid obtained by 
the company, $175, “will not repair the 
car satisfactorily.” 

Company Contention Held Sound 

The Colorado 
Mut. —— Co. of Towa v. 
P. 2d 159, held that the company’s con- 
tention was sound. The court said: 

“When defendant exercised its option 
to repair the automobile, in which plain- 
tiff, under the terms of the policy, had 
no choice but to acquiesce, the original 
contract of the parties was converted 
into a new one, under which the in- 
surer was to repair the car and restore 


Court, Home 
Stewart, 100 


Supreme 


it to its former condition. Simpson’s 
Law Relating to Automobile Insurance, 
2d Ed. p. 100, §102; Letendre v. Auto- 
mobile Insurance Co. 1921, 43 R. I. 410, 
112 A. 783; Gaffey v. St. Paul Fire & 
Marine Ins. Co. 1917, 221 N. Y. 113, 116 
N. E. 778, Ann. Cas. 1918 B, 1041; Sare 
v. United States Fidelity & Guaranty 


Co., 1919, 50 Dom. L. R. 573; 
v. Niagara Fire Ins. Co., 91 N. Y. 478, 
481, 492, 43 Am. Rep. 686; Cussler v. 
Firemen’s Ins. Co. of Newark, N. J., 194 
Minn. 325, 260 N. W. 353, 355. 


Wynkoop 


“After election and repairs by the in- 
surer the insured would have his rem- 
edies under the new agreement, based 
on the failure of insurer to properly 
repair the automobile in accordance 
with the terms of the policy, or for 
damages caused by an unreasonable de- 
lav in making the repairs. * * * 

“Was the election made within a rea- 
sonable time? Within six days after 
the accident, as previously stated, de- 
fendant obtained bids and immediately 
expressed its desire to have the car re- 
paired at a garaee which was unac 
ceptable to plaintiff. Thereafter defend- 
ant attempted to obtain possession of 
the car in order to have it repaired in 
Denver, but possession was refused by 
plaintiff. The following day defendant 
elected to repair under the policy, which 
provided that in no event should the loss 
become payable until forty days after 
ascertainment thereof. Only nineteen 
days had expired from the date of the 
accident to the date of election. Under 
these circumstances, the election was 
made within a reasonable time.” 
Company Offered to Pay Repair Costs 
view 
and 


The company contended that in 
of its election to make the repairs, 


plaintiff's refusal, the action must be 
dismissed. There are some authorities, 
the court said, which sustain that con- 


tention. It was the plaintiff's obligation 
to recognize the election and place the 
automobile in defendant’s possession fer 
repairs, and its failure to do so breached 
the contract. The primary purpose of 
the contract, however, was to indemnify 
the plaintiff for a loss if and when it 
occurred. The provision as to election 
to repair was a secondary one relating 
to the method of paying the loss. 

“The election made by defendant 
tantamount to an offer to pay the 
in compliance with the terms of its con- 
tract, by repairing plaintiff's car, which 
it asserted it would do at a cost of $175. 
* * * Under the circumstances here, 
plaintiff 1s entitled to recover damages 
in such amount as defendant company, 
admits it would have cost to place the 


was 


le SS 
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MARINE OFFICE 
OF 
AMERICA 


TODAY, MORE THAN EVER 


Americans engaged in foreign trade need 
the security of American dollar assets 
Prevailing uncertainties abroad should 
cause importers and exporters to give 
urgent consideration to insuring their 
shipments with American companies. 

This situation presents a timely op- 
portunity to solicit this class of busi- 
ness, in which our organization has es- 
tablished a world-wide reputation as 
specialists, Capable assistance in un- 
derwriting Ocean Cargo insurance is 
offered by our seventeen offices. 


116 JOHN STREET 
CHICAGO 


NEW YORK 


BAN FRANCISCO SEATTLE NEW ORLEANS 


ATLANTA SOBTON OALLAS OETROFT HARTFORD HOUSTON LOS ANGELES 


PHILADELPHIA Pirvseunew #7. cours STOCKTON eynacuse 


| O—)—) So N=) | 
ALL PARTS OF THE WORLD 


Fighting Automobile Fires 

In order to adapt the newest scien- 
tific method of combating automobile 
fires, Walter Kidde & Co. has devel- 
oped a small pistol-grip carbon dioxide 
extinguisher which throws a blanket of 
smothering gas over any type of auto- 


a 


mobile fire. It functions by shutting off 
the oxygen supply of the flames and 
kills the average small’ automobile fire 
within a few seconds. Consisting of a 
small steel cylinder about a foot high 
—_ a trigger valve and movable noz- 
zle, this extinguisher is particularly val- 
uable on gasoline or oil fires, and can 
combat fires burning in obstructed areas, 
because of its enveloping and penetrat- 
ing action. 

The discharge of the gas is perfectly 
dry and does not damage materials or 
the human skin in any way. 


automobile in as good order and con 
dition as it was prior to the accident, 


which, based upon the lowest bid by it 


obtained in good faith, was $175. Plain 
tiff’s refusal to recognize the election 
and permit defendant to repair, in ou! 


opinion justly limits his recovery to that 
sum.” 

The judgment for 
and the 


$277 was l 


remanded, with 


reversed 


case directions 


to enter judgment in favor of plaintiff 
and against defendant for $175, less 
$22.50, as provided by the “convertible 


clause in the policy, all costs to be 


assessed against plaintiff. 
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“Boring From Within” Tactics Scored 
In Indiana Talk by E. M. Allen 


Agents Get His Strong Defense of American Profit System; 
Describes Paralyzing Effect of Restrictive Resident Agency 
Laws; Mutuals and Reciprocals Exempt 


Keen and appreciative interest in stock 
agency and company circles has greeted 
the remarks made last week by E. M. 
Allen. executive vice-president, National 
Surety Corp., in speaking on Present 
and Future Trends in Business and In- 
surance before the second annual con- 
ference on fire and casualty insurance 
held at Indiana University, Blooming- 
ton, Ind. Mr. Allen, a one-time agency 
leader whose viewpoint as a company 
executive is constantly sales-minded, 
scored Fifth Column, Trojan Horse and 
“boring from within” activities directed 
against the insurance business. “These 
must be met and overcome.” He also 
thought that “many of us, as a result 
of the European conflict, are becoming 
propaganda-minded to the extent that 
nowadays we no longer read an impres- 
sive article or column without wonder- 
ing just what may lie behind it. rhe 
majority of us, it would seem, are keenly 
aware of the fact that all departures 
from the old methods may have a de- 
cided direct bearing upon our tuture 
business and social life.” 

In view of this trend Mr, Allen felt 
that local business men of insurance 
should be keenly alert to the necessity 
for carefully considering and properly 
weighing all developments bearing upon 
this business of ours. Otherwise they 
may be caught napping by “parachute 
men.” 

Defends Profit System 

The speaker gave a vigorous defense 
of the American profit system. He 
brought out that practically all forms 
of non-stock insurance are non-profit 
enterprises. In other words, no profit in 
them for businessmen of insurance. 
“You must drive home this fact to busi- 
nessmen generally. They should be 
made keenly aware of the fact that their 
support of non-profit enterprises in any 
form will slowly but suri, rcuce wo ie 
detriment of the profit system upon 
which they are dependent,” he empha- 
sized, 

Mr. Allen felt that if the profit sys- 
tem is to be continued in this country 
then all must clearly recognize the fact 
that businessmen of insurance are en- 
titled to a fair profit; that the bona fide 
insurance agent or broker is as essential 
as the qualified lawyer, engineer, doc- 
tor or other professional practitioner or 
advisor, 

He warned local agents not to build 
up state barriers allegedly for their own 
protection. “You should explore and in- 
vestigate the actual conditions surround- 
ing the operation of the direct selling 
carriers,” he urged, “which if permitted 
to expand will cut more and more deeply 
into the earnings and activities of all 
local agents.” Admittedly the effect on 
American business following the Euro- 
pean War will be reflected in the in- 

? ‘ 
surance industry. But he declared, “at 
least stock companies and their agents 
can build up defensive measures through 
legislation or otherwise that will keep 
unimpaired the stability of the American 





E. M. ALLEN 


Agency System and the stock company 
2 = ‘a +4 ” 
system of which we all are a part. 


Act Promptly: End Pussy-footing 


This brought him to the frank declara- 
tion “We have had too much pussy- 
footing on these vital questions. The 
time for action has arrived. The future 
trend in the insurance business will be 
what we make of it. Therefore, we must 
act promptly to insure the following: 

“(1) That the tax burden shall be indis- 
criminately placed on all insurers, all policy- 
holders and the prota prods ccd by aut t,,cs of 
iosurers, 

“(2) That laws and regulations governing in- 
surance be equitably applied to all types of in- 
surers and policyholders, and particularly resi- 
dent agency laws. There is no sound reason 
why a select group of insurers should be per- 
mitted to deal outside of the resident agency 
laws and another group of insurers be required 
to observe such laws at a very considerable 
expense. If resident agency laws are good for 
one, they are good for all. The same goes for 
all other laws and regulations. 

(3) That premium taxes, capital and profit 
taxes, local taxes, be applied equitably to all 
types of insurers—not excluding mutuals, re- 
ciprocals, and other cooperative types of organi- 
zations which are just as certainly operating 
on capital supplied by their policyholders as 
stock company insurers are operating on capital 
supplied by their stockholders.” 


Before closing Mr. Allen took an- 
other shot at “the paralyzing effect of 
restrictive resident agency laws on the 
business of stock companies and stock 
company agents.” He called attention 
to the fact that various types of mutuals, 
reciprocals, exchanges soliciting exclu- 
sively by salaried representatives and 
rural mutuals are exempt from the pro- 
visions of resident agency laws in these 
states: Alabama, Colorado, Georgia, 
Idaho, Illinois, Towa, Kentucky, Minne- 
sota, Mississippi, Montana, Nebraska, 
South Dakota and Virginia. He then 
said: “However sincerely the agents who 
fostered these bills believed in the ad- 
vantage that would accrue to themselves, 
it is hard to believe that the agency 
system as we know it today can con- 
tinue to survive against the growing 
competition of these entirely different 
methods of retailing insurance.” 


Buyers Unfavorable 
To Comp. Proposals 


DEBATED BY RISK RESEARCH 


Object to Present Form of Retrospective 
Rating and Commission Graduation 
Changes; Dep’t Decision Awaited 


With the decision of Superintendent 
of Insurance L. H. Pink on the retro- 
spective rating plan modification await- 
ed, Risk Research Institute, Inc., insur- 
ance buyers’ organization, found diffi- 
culty at its luncheon meeting May 23 
in reaching a conclusion on the pro- 
posed changes. After prolonged dis- 
cussion the buyers went on record as 
being unfavorable to the proposals in 
their present form. The consensus was 
that they needed “more sunshine and 
airing,” that not sufficient time had been 
given for careful and intelligent study 
of their ultimate benefit to both ‘large 
and small compensation risks. 

A. V. Miller, New York Herald Tri- 
bune, presided and John G. Goetz, man- 
aging director, Risk Research Institute, 
interpreted the proposals, giving due 
recognition to the stock company view- 
point that neither No. 1 (graduation of 
company expense for pavroll auditing) 
nor No, 3 (graduation of commissions) 
would increase premium costs for em- 
ployers large or small. As to Proposal 
No. 2 which calls for a 2“%% loading 
in the rates to take care of the Indus- 
trial Commission assessment, Mr. Goetz 
said its approval would enable the stock 
companies to restore 24% to the acaui- 
sition cost, bringing it up to 17%, which 
is the prevailing rate throughout the 
country. The buyers. however, were 
hard to convince that its restoration was 
justified, despite the able arguments nre- 
sented at Insurance Department hearings 
by brokers and agents. 

Second half of the meeting was han- 
dled by Kenneth C. Bell, second vice- 
president, Chase National Bank, who hit 
the highspots of his recent talk on The 
Bank and Its Customers’ Insurance, 
given before the American Manage- 
ment’s insurance conference at Atlantic 
City. In view of the demand for this 
talk it will be reprinted within the com- 
ing week. Mr. Bell discussed registered 
mail insurance, transfer of securities 
policies, forgery bonds, supplemental in- 
surance in connection with mechanically 
signed checks, trust relationships in the 
standard mortgagee clause, and endorse- 
ment on customers’ policies in connec- 
tion with commodity loans made by a 
bank. 

Closing feature was a discussion by 
I. A. Robinson of McKesson & Rob- 
bins, of the A.M.A. paper by J. W. 
Mvers, Standard Oil Co., on “When Is 
Self Insurance Practical ?” 





U. S. F.& G. MEETINGS 


Suffolk County Gathering at Oakdale 
Heard Alonzo G. Oakley; Newburgh, 
N. Y. Affair Planned for June 11 
United States F. & G. agents in Suf- 
folk County, Long Island, were in all- 
day session last Tuesday at the Stirrup 
Cup Castle, Oakdale, L. I., with several 
managers from the New York branch 
office attending. This was one in a 
series of regional meetings being con- 
ducted under the supervision of Ken- 
neth H. Wood, assistant manager, New 
York branch, and was locally arranged 
by Edwin A. Hughes, supervisor in 

charge of Suffolk County territory. 

A pleasant feature of the meeting was 
the appearance of Alonzo Gore Oakley, 
vice-president, who gave a word of ap- 
preciation to the agents for their co- 
operation and loyalty during his illness 
a year or so ago. Harold M. George, 
who handles A. & H. production, spoke 
on that subject. 

The next gathering in the series will 
be June 11 at Newburgh, New York, 
being arranged under the direction of 
Supervisor Richard F,. Mack who handles 
Sullivan, Orange, Ulster and Dutchess 
counties. One of the speakers will be 


Plan Smorgasbord Feast 
for Delegates to the 
H. & A. Conference Meet 


One of the treats in store for dele- 
gates to the convention at Minneapolis 
of the Health & Accident Underwritérs 
Conference June 10-13 is a_ genuine 
Smorgasbord prepared in real Minne- 
apolis style, which will be served at the 
Nicollet Hotel, that city, Tuesday 
evening, June 11, in the main ballroom 
which will be specially decorated for the 
occasion. The Smorgasbord will be fol- 
lowed by entertainment of a Scandi- 
navian character. Preceding this party 
delegates to the convention will take a 
sight-seeing ride through the beautiful 
lake region in and around Minneapolis. 

H. P. Skoglund, president, North 
American Life & Casualty, who is the 
entertainment chairman, also promises a 
long-to-be-remembered annual banquet 
on Wednesday evening, June 12. Special 
entertainment and music for dancing will 
be provided by a well known. band. 
Toastmaster will be Conference Presi- 
dent James E. Powell, Provident Life & 
Accident, who will present gavels to all 
past presidents present. W. T. Grant, 
jusiness Men’s Assurance chief, who 
was president in 1927, will respond at 
this ceremony on behalf of past presi- 
dents. Minneapolis and St. Paul com- 
panies will be hosts to the convention 
at a cocktail party preceding the 
banquet. 

On Monday, June 10, the annual golf 
tournament will be held at the Minne- 
apolis Country Club. A golf dinner, to 
which non-golfers are invited, will be 
held in the evening with unique enter- 
tainment. Golf prizes will be presented 
to the winners at that time. 


Travelers Plans Entrance 
Into Surety Field July 1 


On good authority it was learned this 
week that Travelers Indemnity will ac- 
tively enter the fidelity-surety field on 
July 1. Finishing touches are being put 
on underwriting and production pro- 
grams, and in Hartford this week for a 
three day session were nearly two dozen 
recently appointed bonding men who will 
be assigned to various branch offices by 
the Travelers. 


TO MEET IN HARTFORD JUNE 7 


Casualty Accountants and Statisticians 
to Discuss Office Procedure; Golf and 
Dinner Planned; Ass’n 19 Years Old 

The Association of Casualty and 
Surety Accountants and Statisticians will 
hold its next regular meeting on Fri- 
day, June 7 at the Hartford (Conn.) 
Country Club. It will be an _ all-day 
affair with golf facilities available, and 
a dinner in the evening which is being 
arranged by a local committee headed by 
Joseph Broucek, comptroller, Hartford 
\. & H. Serving with him are J. A. 
Trotter, London & Lancashire Indem- 
nity; D. Kirsheman, Century Indemnity ; 
EK. A. Giddings, Aetna Casualty & 
Surety, and R. J. McManus, Travelers. 
An attendance of sixty is expected from 
both New York and out-of-town cities. 

This association, continuously on the 
job, is nineteen years old and its mem- 
bership embraces sixty-one stock cas- 
ualty companies. Its theme at the forth- 
coming meeting will be Company Office 
Systems and Procedure, approached 
from the accounting and statistical view- 
point which discussion will be led by 
C. E. Woodman, Ocean Accident who 
heads the association. 





Herbert W. Brown, superintendent lia- 
bility and compensation department, 
New York office, who will speak on 
risks of this type from the agent’s view- 
point. It is hoped that Vice-President 
Oakley will be able to attend this 
gathering as he is held in high regard 
by agents and brokers in this section. 
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Watchful Waiting Policy Adopted by 
W.A.Earlson Countersignature Laws 


Earls, Ohio 
Insurance Agents, coun- 


William A. 
Association of 
seled against rushing to the legislature 
to secure enactment of a countersigna- 
ture law similar to the Virginia statute, 
in his talk at the mid-year seminar of 
the Association at Columbus, May 24. 

He cited demands for such a law, re- 
newal of the Bigelow pension plan fight, 


president, 


proposed changes in the Ohio monopolis- 
tic workmen’s compensation fund law, 
the spread of consumer cooperatives, and 
the drive for compulsory automobile lia- 
bility legislation as among the problems 
facing the second half of his administra- 
tion. 


Credit Side of Ledger 


On the credit side of the ledger, he 
listed progress of educational and mem- 
bership programs, harmonious relations 
with companies and the Insurance De- 
partment, a more satisfactory situation 
as regards Home Owners Loan Corpora- 
tion insurance, the program of the Steck 
Fire Insurance Speakers Association of 
Ohio, the “enlightened” insurance press, 
local board advancement and satisfactory 
functioning of the executive office in 
Columbus. 

He said that agency desire to have the 
compulsory compensation law wiped off 
the books had small chance of realiza- 
tion; the law has been subject to so 
much abuse and political chicanery that 
it is under constant attack and agents 
should guard against proposals which 
would make it yet more vulnerable to 
political manipulations, 

Of the Bigelow Pension Plan, he 
warned that last year’s defeat was but 
a preliminary to this year’s struggle, as 
the author already has had a new plan 
certified. 

He said that some of the Bar Asso- 
ciations are hammering for compulsory 
automobile, liability insurance and rec- 
ommended that the Ohio Association 
foster a plan to strengthen the safety 
responsibility law. 

He scored the proposal in the National 
Automobile Underwriters Association to 
write financed automobile at reduced 
rates and commissions, and said such a 
plan would constitute an “unjust and 
unholy discrimination against the man 
who pays for his own car or finances it 
himself.” 


Consumer Cooperatives 


Saying that consumer cooperatives 
continue to flourish with the blessing of 


the schools and colleges, church and 
Federal Government, Mr. Earls con- 
tinued: 


“Our best weapon has been used far 
too seldom—we must carry our message 
to other business groups of men dedi- 
cated to the profit motive in business. 
Have we been asleep that we have per- 
mitted the biggest national organization 
of profit system businessmen in the 
world to elect as its president the head 
of a type of business described by one 
of the most noted insurance superin- 
tendents as the greatest cooperative of 
them all?” 

“We must recast our thinking in re- 
gard to agency licensing and counter- 
signature laws,” he said, “since the Su- 
preme Court of the United States has 
upheld the constitutionality of the Vir- 
ginia statute under which the resident 
agent must receive not less than half 
of the commission on Virginia business 
produced outside the state. 

“Many of us were surprised at the 
outcome of the Virginia litigation. But 
the Supreme Court has spoken and un- 
doubtedly it is the instant reaction of 
some agents in Ohio as elsewhere to 
seek relief from income reductions and 
excessive competition through enactment 
of similar legislation. I suggest that we 
adopt a policy of watchful waiting, and 
not rush headlong into a campaign until 


we have had time to discover how the 
Virginia law works. 

“Much as we deplore the fact that the 
casualty and surety companies initiated 
this litigation, much as we congratulate 
the Virginia agents on their victory, let 
us not forget that the companies are 
convinced that such legislation is detri- 
mental to them and to the public. Let 
us not overlook the powerful national 
movement against state barriers to trade 
and commerce. Let us stay away from 
the legislature until every recourse 
toward an agreement with the companies 
has been dissipated.” 

In closing, he said the Ohio Associa- 
tion is conducted not through concen- 
tration of power vested in any one man 
or group, but through delegation of au- 
thority to the board of trustees. He 
declared: 

“Your president does not run this or- 
ganization—he is but your spokesman, 
ready to serve your interests as he sees 


them, regardless of personal opinion. 
Your executive office does not run it— 
its purpose is to do your bidding. Re- 


sponsibility for guiding this Association 
between conventions rests squarely on 
the shoulders of your board of trustees. 
These are the men to whom you must 


look for successful guidance. These are 
the men among whom the organization 
will find its leadership in the immedi- 
ate future.” 


AUTO FATALITY SITUATION 





Travelers Reports 2.2% Increase for 
First Three Months of 1940; Non-Fatal 
Injury Curve Dips Slightly 
While motor vehicle fatalities rose 
generally throughout the country during 
the first quarter of this year, they in- 
creased at a much greater pace in metro- 
politan areas than in rural areas, the 
Travelers Insurance Co. has announced. 
Country-wide figures for the first three 
months show a rise in deaths of 2.2% 
over the same period a year ago. Where 
cities only are considered, however, the 
increase is 7%. The latter figure is based 
on reports from 156 large cities having 
some 20% of the country’s population. 
While the death trend is upward, the 
non-fatal injury curve has dipped 
slightly. Three months’ reports show a 

decrease of 2% in injuries. 

Connecticut, with an increase of 15% 
in deaths so far this year, is faring much 
worse than the national average. 





COMMISSIONER’S MOTHER DEAD 

Mrs. W. D. Waters, mother of State 
Casualty Insurance Commissioner R. G. 
Waters, died at her home in Atlanta, 
Tex., May 20, after a long illness. 
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The show must go on —if sales must come in. So ring up the 


curtain on our advertising and merchandising plans — espe- 


cially prepared for you. Act number one is a continuous na- 


tional advertising campaign — in magazines reaching 2,000,000 


prospects every month. Act number two is direct mail material 


with which you can follow up our national ads. And act number 


three is The Employers’ Pioneer, our monthly house organ — 


filled with good constructive articles that show how to increase 


your sales with the help of our advertising. 





Want a Couple of Ducats? 
Simply write to our Publicity De- 
partment for some recent issues of 
our house organ The Employers’ 
Pioneer. They'll give you front row 
seats for our sales promotion show. 
You'll see how Employers’ Group 
Agents profit by it. No charge — 
the Pioneers are on the house. 











The 


EMPLOYERS’ GROUP 





110 Milk Street, Boston, Mass. 


THE EMPLOYERS’ LIABILITY ASSURANCE CORPORATION, LIMITED 
THE EMPLOYERS’ FIRE INSURANCE CO. — AMERICAN EMPLOYERS’ INSURANCE CO. 





Walter S. Paine 25 Years 
With Aetna Companies 


AS ENGINEERING DEP’T HEAD 


Active in Many Committees Throughout 
Scientific Field; Also Author; Grad- 
uate of Syracuse University 


Walter S. Paine, manager of the en- 
gineering and inspection department at 
the Aetna Life Affiliated Companies, has 
been with the organization a quarter of 
a century. 

Mr. Paine was graduated from Syra- 
cuse University in the class of 1911. For 
the next four years he was engaged in 
construction work, becoming connected 
with the Aetna on May 24, 1915, as a 
rating engineer at the Buffalo office. 
He was transferred to the home office 
in 1918 and placed in charge of the 
schedule rating division of the inspec- 
tion department. He became a research 
engineer in 1920 and organized the spe- 
cial risk division in 1928. In 1930 the 
board of directors elected him manager 
of the engineering and inspection de- 
partment. 

For many years he has been active in 
a number of conservation, engineering 
and insurance groups. He is vice-presi- 
dent for engineering and a member of 
the executive committee and board of 
directors of the National Safety Coun- 
cil. Other committees of which he is a 
member include: engineering committee, 
National Conservation Bureau; legal 
committee, Air Hygiene Foundation of 
America, Inc.; research committee, 
American Society of Mechanical En- 
gineers; insurance advisory committee, 
Interstate Commerce Commission; and a 
member of the council of the Under- 
writers’ Laboratories. 

He is the author of “Method of Rat- 
ing Chemical Risks for Insurance” and 
the “Handbook of Industrial Safety 
Standards” and, in addition, has con- 
tributed numerous articles to magazines. 

In addition to his many other duties, 
Mr. Paine has taken a great interest in 
civic activities and is a director of the 
Hartford Chamber of Commerce and a 
director and vice-chairman of the build- 
ing committee of the Hartford Y.M.C.A. 
His principal hobby is working with 
boys, particularly along vocational lines. 


G. Acs Mew Maite And 


Surgical Expense Endorsem’t 
The General Accident has put on the 
market a medical and surgical expense 
endorsement for attachment to its family 
liability policy. The endorsement sup- 
plements the employer’s liability cover- 
age of the policy by providing reim- 
bursement for medical and surgical ex- 
pense for domestic servants and private 
chauffeurs irrespective of liability. 

Most householders who employ domes- 
tics and who purchase employer's liabil- 
ity coverage, it is felt, will be interested 
in his new coverage, which relieves them 
of the burden of medical expense 
whether or not there is evidence of legal 
liability. The coverage is offered in com- 
bination with employer’s liability in 
limits of $250 and $500. 

The endorsement which is featured as 
“another step in the trend toward broad, 
comprehensive coverage under single 
policy forms,” has been filed with state 
insurance departments, and is available 
for immediate use in most states. 


LICENSED IN QUEBEC 

The Metropolitan Casualty of New 
York has been licensed in Province of 
Quebec to write plate glass, burglary 
and guarantee insurance. The company’s 
chief agent there is J. R. Fitzhardinge, 
who is Montreal manager of Massie & 
Renwick, Ltd. 


HUGGING WRONG CURVE 
A tersely expressed reason for auto- 
mobile accidents was given on a recent 
radio program by the chief of the Con- 
necticut State Police who said: “Many 
automobile accidents are caused _ by 
hugging the wrong curve.” 
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Expect Big Attendance 
At Producers’ Banquet 


N. Y. PROGRAM COMPLETED 


W. J. Falvey Toastmaster at June 4 Af- 
fair; H. F. Legg Heads Speakers’ and 
C. F. McLaughlin Arrangements 

Final arrangements have been com- 
pleted for the producers’ banquet to be 
held under the auspices of the Accident 
& Health Club of New York on the 
evening of June 4, 1940 in the Hotel 
New Yorker. 

As previously announced John Thomas 
Taylor, director of the national legisla- 
tive committee of the American Legion, 
Washington, D. C., will be the guest 
speaker. Mr. Taylor’s text will be 
“Present Conditions of our National De- 
fense and the Effect of Subversive Ac- 
tivities in this Country.” This topic is 
at the present time of national interest 
and with national defense and fifth col- 
umn activities being headline news _ to- 
day, those attending the banquet will 
no doubt have their —— on these 
points answered by Mr. Taylor's talk. 

The occasion will also be honored with 
a talk by Dr. Herbert L. Rice, Health 
Commissioner of the City of New York. 

Wallace J. Falvey, vice-president, 
Massachusetts Bonding, will be toast- 
master at the banquet. Mr. Falvey is 
also honorary chairman of the Accident 
& Health Club’s A. & H. Week Com- 
mittee and has played an important part 
in assisting the Club through one of its 
most successful years. The Club will 
also have incidental entertainment and 
music to round out the evening. 

From present indications the attend- 
ance will be the largest ever had at the 
club’s producers’ banquet. In charge of 
arrangements is Charles F. McLaughlin, 
United States Casualty and his commit- 
tee consists of Edward S. Grandin, 3rd, 
United States Casualty; Edward R. 
\ichele, London & Lancashire Indem- 
nity; Arthur G. Fitzgerald, Accurate In- 
surance Service Bureau; George T. 
Seyers, Massachusetts Bonding; Luke 
M. Farrell, Hartford Accident & In- 
demnity; George C. Hamlin, United 
States F. & G., and Philip H. Schreyer, 
Glens Falls Indemnity. 

Harry F. Legg, Fireman’s Fund In- 
demnity, is chairman of the speakers’ 
committee and he has done a fine job. 
Those wishing to secure tickets for the 
affair may do so through Mr. Grandin. 

‘he producers’ banquet will bring to 
a conclusion the Accident & Health 
Club’s annual A. & H. Week activities, 
and the following companies who have 
participated will be in attendance at the 
banquet with their qualifying agents and 
brokers: 

American Employers, Bankers Indemnity, Cen- 
tury Indemnity, Commercial Casualty, Connecti- 
cut General Life, Continental Casualty, Eagle 
Indemnity, Employers’ Liability, Fireman’s Fund 
Indemnity, General Accident, Glens Falls In- 
demnity, Globe Indemnity, Great American In- 
demnity, Hartford Accident, Indemnity Insur- 
ance Co. of North America, London & Lanca- 
shire Indemnity, Massachusetts Bonding, Metro- 
politan Casualty, National Casualty, Ocean Acci- 
dent & Guarantee, Preferred Accident, Royal 
Indemnity, Standard Accident, United States 
Casualty, United States F. & G. 





FRED GIFFORD’S ANNIVERSARY 


Fred Gifford, one of the old-timers in 
the North American Accident produc- 
tion ranks, making his headquarters at 
209 South La Salle Street, Chicago, re- 
cently completed forty om with the 
company. His father, the late Fred Gif- 
ford, Sr., organized the security depart- 
ment back in the dim beginnings of the 
North American, and his son has done a 
fine job following in his footsteps. 


More Progressive 


Bureau of Personal A. & H. Under- 
writers Has Keener Public Relations 
Interest; Thomas Hook Chairman 
That the Bureau of Personal Accident 
& Health Underwriters is more keenly 
interested in public relations than ever 
before was indicated by the keynote 
and spirit along those lines displayed at 
its recent Atlantic City convention, For 
the first time in its history the sessions 
were “open” rather than “executive” and 
thus the insurance press was enabled to 
get a look “behind the scenes” as to 
the smooth running machinery of the 

bureau in action. 
For another year 
Accident’s personal accident 


Thomas Hook, 
Standard 
and health superintendent, will be the 
bureau’s governing committee chairman. 
Re-elected to this post, the consensus 
of opinion in the bureau is that he has 
done a fine job in his first term. Alertly 
receptive to new A. & H. trends and 
developments, and to the need for in- 
creased public relations both with buy- 
ers and with groups similar to his own 
within the business, Mr. Hook has done 
much along these lines in the past year. 
The following ten companies were 
elected to the governing committee: 
Aetna Life, Bankers Indemnity, Con- 
necticut General, Employers’ Liability, 
Globe Indemnity, Hartford Accident, 
Maryland Casualty, Ocean Accident, 
Travelers and United States Casualty. 


Re-elect W. F. White 


W. Franklyn White, superintendent, 





A. & H. department of the Globe, Royal 
and Eagle Indemnity companies country- 


W. FRANKLYN WHITE 

wide, was re-elected to the office of 
auditing committee chairman at the re- 
cent annual convention of the Bureau of 
Personal A. & H. Underwriters. Mr. 
White also had charge of entertainment 
features at the convention which included 
the annual banquet—the social highspot 
of the gathering. 


CHARGES DISMISSED 

The action brought against the Min- 
nesota Hospital Service association by 
three former members has been dis- 
missed by the state Supreme Court. One 
of the charges was that the association 
was carrying on an insurance business 
without a license. 








Successful Family Partnership 


George L. Dyers of St. Louis, Father and Son, Have Done 
Much to Raise Prestige and Public Regard for Insurance; 
Represent Columbian National Life 


When the National Accident & Health 
in Columbus, O., next week one of the active personalities attending will be 
L. Dyer, Jr. of St. Louis, who is on the 
His prominence and that of his father in life and . 
the following pen sketch of a successful father-son combination. 
Sr., it will be recalled, was head of the 
Golden Jubilee convention last 


handled the 


Association holds its annual convention 
George 


apt with a talk on “Time Control.” 


. & H. insurance circles prompted 
George L. Dyer, 
St. Louis convention committee which 
Fall of the National Association of Life 


Underwriters, while his son was convention chairman for the mid-year meeting 


last January of the National A. & H. 


It always is a heart warming sight to 
see a son follow his father into the same 
business and succeed. 

One of the most prominent family 
partnerships of this character is the 
Dyer Agency of the Columbian National 
Life Insurance Company in St. Louis, 


headed by George L. Dyer, Sr., assisted 


by his son, George, Jr., in charge of 





GEORGE L. DYER, SR. 


accident and health underwriting. The 

Dyer Agency is by no means a two-man 

affair but the success of these two men 

_ made it one of the best known in 
Louis. 

Soehaos the distinguishing factor that 
has made this possible is that both have 
thrown themselves wholeheartedly into 
the welfare of the community in which 
they live and the business they repre- 
sent. 

George L. Dyer, Jr., a chip off the old 
block, set a fast pace as chairman of the 
recent mid-year meeting of the National 
Association of Accident & Health Un- 
derwriters in St. Louis last January. It 
was one of the best attended national 
meetings ever held by that association. 
A few months prior to that meeting the 
Golden Jubilee convention of the Na- 
tional Association of Life Underwriters 
was staged and shattered all records for 
quality and attendance. Heading its con- 
vention committee was George L. Dyer, 
Sr. 


Both Civicly Prominent 


George Sr., as he is known, is per- 
haps as well known outside the busi- 
ness as in the field where his opinion 
is sought on all matters concerning life 
insurance. Long a civic leader, he shared 
in the St. Louis Award in 1936, which is 
given annually for “extraordinary pub- 
lic service.” Two agencies who find his 
knowledge of insurance invaluable are 
the St. Louis Chamber of Commerce and 
the Better Business Bureau. He always 
is busy in some civic or charitable activ- 
ity, being at present chairman of the 
special gifts committee of the Catholic 


Association. 


University Drive. Mr. Dyer has inter- 
ested himself in Louis and its prob- 
lems since he established residence there 
in 1911 to assume charge of the Colum- 
bian National Life office. 

George, Jr. admits this kind of tradi- 
tion was primarily responsible for his 
entry into the life insurance business. 
It sometimes is convenient to have a 
successful parent, but it does not make 
it easier for the man eager to stand in 





Strauss Portrait, St 


GEORGE L. DYER, JR. 

his own right. “Junior” is busily con- 
cerned with elevating the standards of 
his chosen profession. He is a member 
of the board of directors of the Life 
Underwriters Association of St. Louis, 
and chairman of its important laws and 
legislation committee. He has just com- 
pleted a term as president of the Acci 
dent & Health Underwriters Association 
of St. Louis, and is now third vice- 
president of the National Association of 
Accident & Health Underwriters. 

It is clearly evident why the St. Louis 
insurance fraternity is proud of the 
Dyers. Both are real examples of the 
finest types the insurance business pro- 
duces—public spirited men and success- 
ful and conscientious underwriters. 


Indianapolis Seeks 1941 
A. & H. Mid-year Meet 


At the regular May meeting, Don G 
Trone, president, Indianapolis Accident 
& Health Club, announced the appoint- 
ment of John McGurk, Indiana manager 
for the Mutual Benefit Health & Ac- 
cident, as chairman of a special commit- 
tee to secure the mid-year meeting of 
the National Accident & Health Associa- 
tion in Indianapolis next January. 

Mr. McGurk, in accepting the appoint- 
ment, told why Indianapolis has an 
ideal location for drawing a crowd to 
the Winter meeting. Other members of 
the special committee are H. D. Davis, 
Illinois Bankers Life; Barney B. Ochs, 
Loyal Protective Life; Wendell C. Tay- 
lor, Taylor Publishing Co.; and P. J. 
Walsh, Hooper-Holmes Bureau. 
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Hospital Ins. Here To 
Stay, Says J. M. Smith 


HAS GRIPPED THE ‘HE PUBLIC FANCY 


Cont’! Casualty Executive, Arm Broken, 
Makes Dramatic Appearance at In- 
diana Agents’ Conference 


J. M. Smith, superintendent of agents, 
disability division of the Continental 
Casualty, made his arguments in 
port of hospitalization insurance all the 
effective at the Indiana agents’ 
Bloomington, Ind., May 
platform with 
Far 


sup- 


more 
conference in 
20 by appearing on the 
his left arm in a cast and 
from being “just another P. T. 
sympathetic 


sling. 
Barnum 
stunt,” he explained to a 
audience that his arm had been broken 
December. The first 
accident and 
when he 


last 
was in an automobile 
April 19, 
slipped on a rug in his own home and 
broke the 

Mr. Smith lost no time in getting into 
his subject, hospitalization insurance, 
which he described as a new line—sim- 
ple to grasp, dramatic in its buyer ap- 
peal and thus easy to sell. He pictured 
the scores of new entrees it opened up 
for the subsequent sale of other lines. 
Then he proved that of the $32,000,000 
premium increase last year in A. & H. 
21 millions came from group disability 
and hospitalization insurance—the result 
of the tremendous sale of hospital and 
surgical benefits. 


Non-Profit Ins. 


The speaker credited so-called non- 
profit hospital plans and associations as 
having introduced this new line to the 
American public but declared “They did 
it for good business reasons and not 
from motives of philanthropy or in order 
to fill a social need.” The original pro- 
moters were thinking strictly in terms 
of how to sell hospital beds, and gaining 
the public fancy by an appealing price 
and an easy method of payment, Mr. 


twice since 
time 
the second, on was 


same arm all over again. 


Smartly Merchandised 


Smith said, “they have swept the coun- 
try.” 
Most important of all, the non-profit 


plan, he declared, has been smartly mer- 
chandised. It was a million dollar idea 


to tie up the magic word “non-profit” 
with the new product. “It has a new 
ring to it,” Mr. Smith said, “and in a 


short time it has had the bargain hunters 
standing in line begging to buy.” 

As to the permanency of hospitaliza- 
tion insurance Mr. Smith said: “It is 
here to stay because it fills a real need 

—created in recent years by the change 
in our economic system. Millions of 
salaried people in this country do not, 
in most cases, suffer a loss of salary 
when they are sick or hurt. They do 
not need or want salary replacement in- 
surance. But they need and will buy 
accident and sickness expense insur- 
ance. But there will be many changes 
in hospital insurance as we know it 
today, both as to coverage and rates and 
its method of sale. That’s the history 
of every new line of insurance.” ; 

Speaking of the salability of hospital 
insurance, the speaker said the most 
eff cient plan today is standard group 
insurance for which, unfortunately, only 
a relatively small proportion of the 
Amer-can population is eligible. To meet 
the demand of those who want hos- 
pitalization but cannot purchase it under 
the standard group plan, Mr. Smith said 
his company devised franchise or whole- 
sale coverage—eligible to groups as few 
as five. Its sale has been gratifying, he 
said. The third type of hospital insur- 
alice, individual policies sold without re- 
vard to payroll deduction or employer 
ccoperation, has caused considerable 


trouble and grief; and while there is a 
need tor individual policies, Mr. Smith 
said, “the way has not yet been found 


to offer this protection on a basis satis- 
factory and clean enough to all parties 
concerned to. make it practical.” 

Finally the speaker frowned on trying 


Reversal of Adjuster 
Case by Appeals Court 


COMPENSATION ACT DECISION 


Adjuster, Not Using Car Except Vol- 
untarily, Not “Workman” as 
Understood in Act 


The New York Court of 





Appeals this 


week ruled that claim adjusters of a 
casualty company who voluntarily use 
cars in their work of adjustment are 


not considered workmen or operatives 
under the workmen’s compensation law 
of this state. Decision was handed down 
in case of Mabelle Gilmore, widow of a 
lawyer-claim adjuster, against Preferred 
Accident. Case was taken to Court of 
Appeals by Preferred after a referee, 
the board and Appellate Division had 
decided that such an employe is under 
the act. James A. Beha was attorney 
for the Preferred Accident. 

William J. Gilmore, the lawyer-claim 
adjuster, was hit by a _ bicycle while 
entering a subway station in course of 
his employment, dying nine days after 
receiving the injury. Under compensa- 
tion law various groups are classed as 
compensable. Under one section known 
as Section 3, Subdivision 1, Group 18, 
the act reads: “All other employment in 
which they are engaged or employed— 
four or more workmen or operatives 
regularly in the same business or in 
or about the same establishment.” 

In this case it is admitted there were 
not four or more workmen or operatives 
as such regularly employed. There were, 
however, sixteen claim adjusters, about 
half of whom for their own convenience 
used their own cars in going from place 
to place in connection with their work. 
The use of these cars was voluntary on 
the part of the adjusters. Eight or more 
of the Preferred’s claim adjusters did 
with considerable regularity use their 
own cars in connection with their work. 

\s far as the law was concerned it 
was admitted that these claim adjusters 
were not workmen or operatives as un- 


derstood in the compensation law and 
in particular under the section above 
quoted. 

The widow brought action. The ref- 


eree originally hearing the case, the 
Industrial board and the Appellate term 
held that because these claim adjusters 
used their own cars as above described 
they performed certain manual effort 
and manual labor and thereby became 
workmen or operatives and, therefore, 
all of these employes of Preferred were 
covered by workmen’s compensation law. 
Although Gilmore did not have or use 
a car it was held that he was covered 
because some others had cars. 





Hear Sup’t Pink on Car 
Compulsory Ins. in N. Y. 


“Good drivers shoulder the burden for 
irresponsible drivers,” Superintendent of 
Insurance L. H. Pink told the Tau Ep- 
silon Rho legal fraternity May 27. In 
his belief a plan of compulsory auto 
insurance could eventually balance this 
inequality in present auto liability rates 
in New York. Irresponsible drivers and 
fake claims are responsible for high 
rates in certain sections of the state, 
he declared. 





SPEAKS TO WALL ST. CASHIERS 
The Cashiers Association of Wall 
Street (N. Y.) had as its guest speaker 
at a recent dinner meeting Nathan Mob- 
ley, vice-president, United States Guar- 
antee. This organization is composed 
of cashiers of Stock Exchange firms 
and investment houses. Mr. Mobley 
talked on their insurance problems. 





to sell hospital insurance to a low-paid 
wage-earner whose income ceases im- 
mediately he is sick or hurt, and whose 
Savings are so meager that he is without 
resources after only a few days of dis- 
ability. A hospital policy, after all, only 
covers sickness and accident expense. 
It does not buy bread and butter. 
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N. Y. Insurance Society 
Re-elects Present Officers 


John J. King, Hooper-Holmes Bureau 
president, was unanimously re - elected 
president of the Insurance Society of 
New York, Inc., at its annual meeting 


JOHN 


on Tuesday, Mr. King’s first year in 
this post has been marked by accom- 
plishment and increased interest in the 
work of the Society. Membership has 


J. KING 


Marie Meade Wins High 
Honors in Public Speaking 


Miss Marie Meade of Chicago, assist- 
ant secretary of the Health & Accident 
Underwriters Conference, Chicago, who 
recently graduated from the Dale Car- 
negie Institute of Effective Speaking and 
Human Relations, earned the distinction 
of being the only person ever to receive 
all three of the special awards offered 
during the course. Miss Meade excelled 
in having made the best speech during 
the course and for having shown the 
most improvement. 





PROCTOR IN SERIOUS SHAPE 

Col. Ralph F. Proctor, surety manager 
in the Association of Casualty & Surety 
Executives, is in serious shape following 
a gall bladder operation performed Mon- 
day morning at the University of Mary- 
land Hospital in Baltimore. 


WELTON ON N. E. PROGRAM 

Spencer Welton, vice-president Massa- 
chusetts Bonding, is an added attraction 
on the convention program of the New 
England Associations of Insurance 
Agents, scheduled for June 26-28 at Po- 
land Spring, Me. He will talk on bonds. 





jumped from 1,154 a year ago to 1,433 
teday. Unanimously re-elected with Mr. 
King were two vice-presidents—William 
(;. Minner, president, Minner & Barnett, 
Inc., and William A. Riordan, assistant 
general manager, Aetna Life Affiliated 
Companies; secretary, Edward R. Hardy, 
secretary-treasurer, Insurance Institute 
of America, Inc.; treasurer, Frank F. 


Koehler. 





Profit by Good Will Building of Auto 
Industry, A. P. Lange Tells Ins. Men 


A. P. Lange of San Francisco, insur- 
ance buyer of Hale Bros. Department 
Store, speaking May 21 before the Cas- 
ualty Underwriters Club of that city, 
recommended that the insurance indus- 
try expand its usefulness by taking a 
leaf from the book of the automobile 
industry in gauging customer viewpoints 
and needs. He pointed out how the 
public has been encouraged to point out 
defects in the car itself and to suggest 
improvements; that the automobile in- 
dustry has concerned itself not only in 
the initial cost of the car and subsequent 
cost of repairs but in the cost of its 
operation. The speaker represented the 
Insurance Buyers Association of San 
Francisco, 

Mr. Lange argued that insurance 
should try to parallel the automobile 
industry in building good will instead 
of operating on the assumption that its 
customers know little or nothing about 


policy coverage or their own needs. He 
thought too much effort had been ex- 
pended in creating the thought that 
“only those actively engaged in the in- 
surance business can understand its 
principles and practices.” As a model 
of good will building Mr. Lange quoted 
generously from a notable address en- 
titled “Men Wanted” given by Paul 
Garrett, public relations vice-president 
of General Motors. The speaker then 
said: 

“Unlike fire insurance, casualty insur- 
ance has never shown a slavish devo- 
tion to regimentation, and it is greatly 
to the credit of certain far-seeing lead- 
ers in casualty company ranks that they 
have refused to surrender the right to 
exercise their ability and knowledge to 
some organization presided over, 
sibly, by one whose knowledge of the 
proper form of general liability insurance 
to fit the needs of a department store 
(for instance) is based on observations 
made while waiting for his wife to meet 
him at the glove counter. 

“Furthermore, casualty underwriters 
are showing a marked tendency to learn 
from the layman.” 


pos- 
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lowa Dep’t Tightens Up 
Reinsurance Conditions 


LIABILITY MUST BE ASSUMED 





Regardless of Insolvency of Ceding In- 
surer; Excess-Standard Mutual Suit 
Precipitated Ruling 





The Towa Insurance Department has 
issued a requirement that all fire and 
casualty insurance companies and asso- 
ciations in the state must include in 
their reinsurance agreements that re- 
insurers assume liability regardless of 
the insolvency of the ceding insurer. 
This requirement resulted from a suit 
against the Excess Insurance Co, of New 
York which won a Federal court decision 
recently in a case involving the defunct 
Standard Mutual Insurance Association 
of Council Bluffs, Ta. 

Insurance Commissioner Charles R. 
Fischer, as receiver of the Standard 
Mutual, had brought suit against the 
Excess on a $7,000 claim resulting from 
an automobile accident in which four 
persons lost their lives in 1937. 

Basis of the court action was a con- 
tract between the Council Bluffs com- 
pany and the Excess which agreed to 
repay any amount over $3,000 paid by 
the Standard Mutual in settling a single 
claim. Judgments of $35,000 were ob- 
tained against the policyholder in the 
case. The Standard Mutual lacked funds 
to pay the claims and the Excess in the 
court ruling was found not liable for the 
excess amount because the Standard Mu- 
tual had made no cash payments, 

Under the Insurance Department re- 
quirement, no credit will be given the 
ceding insurer for reinsurance unless the 
reinsurance agreements (treaty, faculta- 
tive or otherwise) are with reinsurers 
authorized to do business in the State 
of Towa, and substantially provide, or 
are amended by a supplemental contract 
to read in substance as follows: 

“In consideration of the continuing benefits 
to accrue hereunder to the assuming insurer, 
the assuming insurer hereby agrees that, as 
to all reinsurance made, ceded, renewed or 
otherwise becoming effective after July 1, 1940, 
the reinsurance shall be payable by the as- 
suming insurer on the basis of the liability of 
the ceding insurer under the contract or con- 
tracts reinsured without diminution because of 
the insolvency of the ceding insurer.” 





Ill. Assigned Risk Plan 
For Auto Ins. Redrafted 


Practically complete agreement is re- 
ported in Chicago on the redrafted as- 
signed risk plan for automobile insur- 
ance on which the companies—seventy 
in all—conferred for two days last week. 
3ureau and non-bureau carriers, mutu- 
als and reciprocals were represented. 
Henry G. Moser is chairman of the 
committee representing all groups of 
carriers, which was formed when Direc- 
tor of Insurance Ernest Palmer an- 
nounced recently that he had received 
complaints that companies were reject- 
ing many risks for reasons which did 
not appear justified. The problem of 
accepting applicants with bad histories 
as reckless or drunken drivers has been 
difficult to solve. 

Indications are that the new assigned 
risk plan is acceptable to the compa- 
nies. Tt is limited, however, to those 
risks which are required to carry insur- 
ance under the Illinois financial respon- 
sibility law and the state’s motor truck 
act. Companies may, if they desire, or- 
ganize pools within their own ranks into 
which assigned risks will. be placed. 





G. T. CRISP SALES MANAGER 

Gregory T. Crisp, vice-president and 
underwriting manager, American Mutual 
Liability, has been appointed general 


sales manager of that comnany. He 
started his insurance career with Conti- 
nental Casualtv, later became affiliated 
with Crum & Forster in New York Citv. 
He joined the 
August, 1935. 


American Mutual in 


N. J. GOLF TOURNAMENTS 





Casualty-Surety Affairs Include June 6 
Outing at Spring Brook Club and 
June 18 Party at Echo Lake 

Final arrangements have been made 
for the two big outings of northern New 
Jersey casualty and surety men in the 
next few weeks. That of the Casualty 
Underwriters Association will be held 
June 6 at Spring Brook Country Club, 
Morristown, N. J. The program includes 
horseshoe pitching and a golf tourna- 
ment starting at 1 p. m. and dinner and 
entertainment in the evening. Prizes 
will be awarded at dinner. 

The Surety Underwriters Association 
of New Jersey will hold its outdoor party 
on June 18, Tuesday, at Echo Lake Coun- 
try Club, Westfield, N. J. Following a 
set program golf tournament play starts 
after lunch. C. J. Collins is chairman 
of the outing committee. 





BACK FROM P. C. TRIP 
Nathan Mobley, vice-president United 
States Guarantee, and Byron May, head 
of the registered mail department of 
Chubb & Son, have returned from a 
four weeks’ trip to the Pacific Coast. 


Ray Murphy’s Keynote 





Sees Need for Rebirth of Patriotism and 
Faith in the American Way; Defends 
Private Enterprise 

A rebirth of patriotism and faith in 
the American way are essential pre- 
requisites to preparedness for armed de- 
fense, Ray Murphy, assistant general 
manager of the Association of Casualty 
and Surety Executives and a past na- 
tional commander of the American 
Legion, declared recently before the 
national convention of the National 
Metal Trades Association meeting in 
New York City. 

“We cannot go forward, no reason 
exists for wishing to go forward,” Mr. 
Murphy asserted, “unless we have a re- 
birth of patriotism in America, a re- 
kindling of our love for America, a re- 
awakening to the consciousness that as 
a nation and a people we have done 
well—that what we have done here on 
this continent is worthy of continued 
trial and development in the American 
way. 

“Guns for soldiers, ships for sailors, 
airplanes for aviators, of themselves, and 
in whatever numbers, will not preserve 


peace for America. These we must have. 
There must be an end to doubting, Let 
there be no end to advancement, let 
there be no bar to progress, but let 
there be faith in America. Let America 
be governed by those who believe in 
America.” 

Mr. Murphy spoke on the assigned 
subject, “Forward in Peace, or Back- 
ward in War.” He spoke forcefully in 
defense of the private enterprise sys- 
tem, and with equal candor denounced 
the attacks that have been made upon 
it. In the maintenance of that system, 
he said, in the preservation of the in- 
centive for profit, lies the hope of 
America. 





Penna. Claim Convention 


Harry DeHaven Stoner of Harrisburg, 
general convention chairman of the 
Pennsylvania Claim Men’s Association, 
announces three speakers for the forth- 
coming sixth annual meeting at Bed- 
ford, Penna, June 28-29. They are 
Harold G. Evans, youthful president of 
American Casualty Co. of Reading; 
Ralph H. Alexander, deputy state insur- 
ance commissioner, and Samuel Pringle, 
Pittsburgh attorney. President of the 
association is Newell C. Bradway of 
Pittsburgh. 
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I May Be Wrong But— 


By “Edex” 


What Price Compulsory Insurance — Part II 


space for me 
Club bar. 
Edex,” he said, 


My friend 
at the Drug and 
“I read your last article, 
“and frankly, I’m disappointed in it. It’s 
just like all the 
think that you fellows have the 
slant on this compulsory automobile in- 


Jones made 
Chemical 


others. Sometimes | 


wrong 


surance question.” 

“How’s that?” I asked. 

“Well,” said Jones, “let’s start at the 
beginning. The whole thing involves a 
clash between two rights. The first is 
my right to use the highway. Oh, | 
know the courts held, away, back when 
an auto was just a rich man’s plaything, 
that my right to travel the highway ina 
car wasn’t a right but just a license. 
Times have changed. Increased mobility 
has spread out our centers. The small 
farmer can’t survive without his Ford 
today. Without a car, the little trades- 
man can’t meet competition. And as for 
me, how else am I to cover the four 
miles from the railroad to my home in 
Short Cliffs? 

“All 
and | 
traffic laws. 
an accident. 
the trathe 
accident. 


three of us—farmer, tradesman 
-~have conscientiously observed the 
None of us has ever caused 
So long as we do observe 
laws we couldn’t cause an 
Now why should we, who first 


by examination and thereafter by long 
demonstration have shown competence 
for a normal use of the highway, sud- 


denly be presumed to be incompetent? 
Why should our continuance of that 
right now be barred unless and until we 
provide insurance or financial security ?” 


Points to the State’s Real Duty 


Jones munched his olive. “That’s right 
No. 1 which compulsory insurance in- 
fringes. The reciprocal and somewhat 
inconsistent right is my right to traverse 
the highway in safety, my right to de- 
mand of the state that other drivers 
shall not abuse the highway to my in- 
jury. And mark you, Edex, this obliga- 
tion of the state goes beyond insuring 
that a careless driver must pay me for 
breaking my leg: its real duty is to see, 
so far as possible, that no reckless driver 
shall break my leg. It’s more than a 
question of money: it’s a question of 
flesh and blood. 

“Now, practically speaking, complete 
control over reckless drivers is beyond 
any government. The careless or law- 
breaking operator is not likely to parade 
his failings when he seeks to qualify for 
his license. We learn of them only after 
the first ambulance call comes in, after 
he has had his first bite. The best the 
state can do then is to insist that he 
make some financial reparation for the 
wrong he has done. And note that all 
compulsory insurance proposals have as 
their objective not prevention of broken 
legs, but financial reimbursement for 
broken legs. 

“Tt’s not the uninsured driver, but the 
uninsured, negligent and irresponsible 
driver who creates the demand for these 
laws. In the broad public sense we must 
weigh the community burdens and evils 
which _ compulsory insurance _ entails 
against the individual evils wrought by 
the irresponsible motorist. How great the 
latter is I don’t know. doubt if any- 
one does. Edward C. Stone, United 
States general manager, Employers’ Lia- 
bility, recently claimed that it has been 
tremendously over-estimated or over- 
guessed. 


Uninsured Liability Statistics 


“At any rate, if any such statistics 
have ever been collated, I’ve missed 
them. It’s a type of data not readily 


assembled. Any real compilation would 
require analysis, over some years, of all 
motor vehicle judgments still unsatis- 
fied. Even then we could only guess at 


the amount never reduced to judgment 
because of the obvious worthlessness of 
the wrongdoer. But I’m going to make 
a stab at it.” 

Jones looked at his glass and I mo- 
tioned to the waiter. “In New York, 
in 1938,” he went on, “the stock and mu- 
tual companies paid out about $18,000,000 
in liability Much of that must 
have been on heavy hauling and trans- 
portation lines—a type of business al- 
most always insured and not materially 
contributing to the irresponsible driver 
problem. Some of it, of course, repre- 
sented losses above the five-ten limits. 
In any event, I find that in that year the 
paid liability losses on private passenger 
vehicles, excluding excess payments above 
the five-ten limits, were approximately 
$7,800,000. 

“Now, if it be true that two-thirds of 
all registered cars are uninsured, we can 
reasonably guess the uninsured liability 
at twice the insured losses, or $15,600,000. 
Let us assume that two-thirds of those 
causing these were wholly irre- 
sponsible. Remembering that the exist- 
ing financial responsibility law bars from 
the road the motorist who fails to meet 
such obligations, our assumption is a 
violent one. But adopting this exag- 
gerated figure, we can compute the max- 
imum irresponsible driver loss at about 
$10,000,000.” 

“All very interesting,” I interrupted, 
“but what about this wrong slant you 
mentioned ?” 


losses. 


losses 


Two Distinct Responsibilities 


“I’m coming to that. You insurance 
fellows keep harping on the ‘compulsory 
insurance’ problem. Essentially it isn’t 
an insurance problem at all. The state 
isn’t interested in seeing that I carry 
liability insurance. It might be prudent 
for me to spend money for self-protec- 
tion, but that’s my concern. The state 
has two distinct responsibilities and we 
mustn’t confuse them. The first is to 
insure, through its power to issue and 
revoke licenses, that I don’t become a 
menace on the road. That power, the 
police power, isn’t affected by the exist- 
ence or non-existence of insurance or 
financial responsibility. 

“The second - the distressing situa- 
tion created if I, being a menace on the 
road, sine beh injure some unfortunate 
person and am unable to make good the 
economic loss I have occasioned. On this 
second phase the whole problem revolves 
around the reimbursement of the inno- 
cent victim. The state wants him to be 
paid. It doesn’t care whether I or some 
insurance company or some other source 
pays, so long as he is paid. And we all 
work on the blind assumption that the 
only way of guaranteeing reimbursement 
to that victim is to compel every motor- 
ist in the state to insure.” 

“Why,” I asked, “do you call that a 
blind assumption : a 

“Because it is,” retorted Jones. “We 
confuse the sweeping circle of insurance 
of the operator with the narrower arc 
of indemnification of the victim. The 
motorist who insures offers no problem. 
The problem is created solely by those 
who, prudently or imprudently, respon- 
sible or irresponsible, elect not to insure. 
Why wouldn’t it simplify matters to 
make that class carry its own freight ? 

Suggests Uninsured Motorists Pool 

“For example, we figured the annual 
loss caused by uninsured and irresponsi- 
ble drivers at the high figure of $10,- 
000,000. And there certainly are not 
less than 1,500,000 uninsured cars in the 
state. Now, if it were a prerequisite to 
license that every one produce either 
a certificate of insurance or else pay a 
tax of $10 into what I might call the 
“Irresponsible Motorist Guaranty Pool” 
or the “Uninsured Motorists’ Pool,” we 
would thus establish an annual reservoir 


Truckmen Accidents As 
Seen by H. W. Heinrich 


Accidents among truckmen are seen 
by H. W. Heinrich as perhaps the chief 
cause of the record-high labor turnover 
present in the trucking industry. 

“From years of experience and obser- 

vation it is apparent,” Mr. Heinrich told 
oper ating executives of the trucking in- 
dustry, “that employe accident preven- 
tion among motor carriers has not made 
the progress it should and could have 
made.” 

Mr. Heinrich, who is assistant super- 
intendent of the Travelers engineering 
and inspection division, made these re- 
marks while addressing a recent meet- 
ing of the American Trucking Associa- 
tions at St. Louis. His subject was “The 
Cost of Labor Turnover and Workmen’s 
Compensation.” 

Mr. Heinrich recommended that the 
truckmen adopt these resolutions: “(1) 
The rate of labor turnover is higher than 
necessary and has a detrimental effect 
on net profit; (2) The frequency and 
severity of employe accidents is out of 
line to such an extent as to affect em- 


ploye morale, labor turnover and the 
cost of compensation insurance; (3) Em- 
ploye accident occurrence is _ control- 


management. It is directly 
traffic safety. It can and 
reduced by common sense 


lable by 
related to 
should be 
methods.” 





F. W. Selsor Dramatizes 
Sales Value of Fidelity Claims 


Frederick W. Selsor, fidelity claims 
attorney for the Fidelity & Casualty, 
was a featured speaker at the meeting 


of the Georgia Association of Insurance 
Agents held at Tybee Island, Savannah, 
Georgia, May 24 and 25. Discussing 


fidelity bond sales from the viewpoint 
of the claim department, he gave his 
listeners a wealth of valuable sales argu- 
ments derived from actual claims and in 
such a form as to be readily remem- 
bered and used effectively in solicitation 
work. 

Mr. Selsor also covered the problem 
of dishonesty in commercial life and 
said that the fidelity claim department 
could be likened to a “laboratory” to 


SHOULD KEEP OUT OF WAR 


Statement By President Kemper of 
Chamber of Commerce; Favors 
Strong National Defense 
In his first statement as president of 
the Chamber of Commerce of the United 
States James S. Kemper, head of a large 
fire-casualty group of companies in Chi- 
cago, said that the primary concern of 
American business today is that this 
country not become involved in any 
foreign war. He stressed that business 
is not looking for the advantage of war 
profits and is definitely opposed to send- 
ing Americans to fight on foreign soil, 
“This does not mean that business 
favors peace at any price,” he said. “On 
the contrary, it believes that every pro- 
vision should be made for national de- 
fense. Peace for ourselves best can be 
assured by providing ourselves with a 
Navy, air force and military supplies 
adequate for any emergency.” He also 
stated: “The cost of government today 
is entirely too high. That is why busi- 
ness properly protests the resulting high 
rates of taxation. But so far as the 
national defense is concerned, business 
is willing to assume its full share of 
the cost. It believes that adequate de- 
fense is the best insurance against for- 

eign entanglements.” 


It is reported that Mr. Kemper, in 
dead earnest regarding the duties of the 
U. S. Chamber presidency, is making 
preparations to “take a holiday from 
the insurance business” for the next few 
months and move to Washington. Thus, 
he will be enabled to give undivided at- 
tention to matters of national impor- 
tance. Mr. Kemper, as the elected dele- 
gate from the tenth district, will be in 
Philadelphia next month attending the 
Republican national convention. 





which came all types of claims and all 
sorts of defaulters to be studied, and 
analyzed. The valuable lessons learned, 
being in turn, applied to the improve- 
ment of prevention methods, the general 
strengthening of bond underwriting and 
the building up of sales arguments. 

A frequent speaker at sales gatherings 
Mr. Selsor has the faculty of being able 
to translate claims into dramatic, human 
interest stories, with real sales appeal. 





of $15,000,000 to meet the losses created 
by uninsured and irresponsible opera- 
tors.” 

| choked on a canape. 
I gasped 

“T know. Why should 
large sum for insurance when he can 
cover himself by buying a $10 certifi- 
cate? That’s where the joker comes in. 
He doesn’t cover himself. He gets noth- 
ing for his $10 but his license. The pool 
wouldn’t be an insurance pool at all. It’s 
a revolving fund, managed by the State 
Motor Vehicle Department or the Insur- 
ance Department or the Attorney Gener- 
al’s office, designed to meet the evil 
done by the irresponsible motorist with- 
out going beyond it. 

“So, for example, suppose you are in- 
jured by and recover judgment against 
an uninsured motorist. Execution is re- 
turned unsatisfied and you exhaust all 
your statutory remedies in vain. At 
that point the pool would purchase and 
take an assignment of your judgment, 
not exceeding the first $5,000. Neces- 
sarily, since cases against irresponsibles 
are not likely to be properly defended, 
the pool would have the right to reject 
what it believed to be collusive, and to 
fix the true value of what it deemed to 
be excessive, judgments. But the point 
is, whatever the assignment price, the 
iudgment would not be extinguished. 
The pool would still hold it against and 
endeavor to collect it from the wrong- 
doer. And meanwhile he would not be 
permitted to operate any motor vehicle 
unless and until he had paid the judg- 
ment or made some satisfactory adjust- 
ment. 

“It works exactly like the present fi- 
nancial responsibility law, except that, 
through a tax on uninsured motorists, it 
avoids the existing objection that: any 


“But why—,” 


anyone pay a 


of them, at your or my possible ex- 
pense, may have one free bite.” 

“But .’ I interrupted. 

“Yes, I know,” continued Jones. “T¢’s 
a wedge for state insurance. Isn’t com- 
pulsory insurance, which runs to greater 
amounts and affects so many more peo- 
ple, even more so? My proposal meets 
the wrong which creates the pressure 
for such laws and stops right there. 
It doesn’t make every man insure, but, if 
he fails, it compels him to meet his 
averaged share of the loss attributable 
to his own class. It doesn’t tend to 
raise rates. It doesn’t promote court 
congestion. And it avoids the debacle 
we saw in Massachusetts, when juries 
and the public generally got the impres- 
sion that there was a_ philanthropic 
$5,000 accident policy covering every mo- 
tor mishap. 

“Moreover”—and here his voice rose- 
“can you imagine any greater incentive 
to voluntary insuring? In a sense, seg- 
regation of the insured from the unin- 
sured sort of divides the sheep from the 
goats. I know I wouldn’t be very proud 
of my membership in the “Irresponsible 
Motorist Guaranty Pool.” And when | 
have to pay $10 for it, which I might 
have applied on i 

I looked at my watch. I had just time 
to catch the 5.30 train. “It’s all very 
interesting, Jones,” I said; “and I can 
see some great advantages in and some 
serious drawbacks to your plan. I'd like 
to give it some thought and talk it over 
with some of my insurance friends.” 

Meanwhile, if any of you who read this 
can give me some hint, pro or con, of 
what I should then say to Jones concern- 
ing his somewhat crudely outlined substi- 








tute for compulsory insurance, I’d ap- 
preciate it. Just address Edex, in care 


of The Eastern Underwriter. 
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